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| Reasonable attitude 


| towards claims—and swift 
| checks when they are allowed 
—is the concrete foundation 
upon which to build agents’ 


co-operation. 
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Joseph W. Ward, President 

















These “‘first readers” applaud, 
“DOWN TO BRASS TACKS,” = 
the handy office reference-book on Direct-mail Advertising as a business’ 
builder for local Fire and Casualty agents. 

Cliff C. Jones, ex-President, National Assoc. Ins. Agents, (R. B. Jones & Sons’ Agency). 
Kansas City, Mo.: “ ‘Down to Erass Tacks’ has answered every question that has bothered 
us. Logical in its presentation, complete in its subject matter, practical in its application to the 
insurance business, it will be welcomed by every aggressive insurance agent in the U. S. At 
our firm meeting last night we changed our direct-mail system materially due to your book.” 

T. F. Horton, Vice-Pres., A. J. Love & Co., Genl. Agents, Omaha, Nebr.: “After start- 
ing the book, I was so interested, I could not leave it till I had read it all. Any agent who will 






Grover F. Miller, Miller Bros. Agency, Racine, Wis.: “‘Dowz to Brass Tacks’ is full 
of real meat. There are more practical ideas jammed between its covers than I have found 
in a score of other books and I have searched for something new that could be used in our 
office. This book should be on the desk of every live local agent in the country.” 


Lyle A. Stephenson, local agent, Kansas City, Mo.: “Last week I read ‘Down to Brass 
Tacks’. It is stripped of all bunk psychology; it is a real business-builder; and hits the nail on 
the head. Using one of your ideas, I mailed ten letters on which the commission return was 
$285. If one puts the contents of this book into practice in a practical manner, good results 
are inevitable.” 





THE SPECTATOR COMPANY, 
I enclose $2.85 for "DOWN TO pnaoS TACKS”. 1 want to learn how Direct Mail 
can be used as a Business-Builder. 
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We have something to offer in the way 
of a general agency that is very attractive to 
find with an old, conservative life company. 
It will pay anyone interested to investigate. 


All communications confidential. 


BOX 54 
Care of THE SPECTATOR 
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read the book will find his enthusiasm aroused and that ought to mean increased commissions.. 
We are going to call it to the attention of our many agents throughout Nebraska and Iowa.”: 








BT TTA T BT Ty a 
Wilmer L. Moore, President 


ASK US 


WHY our General Agents are making better headway than 
ever. It will pay you to investigate. 
For the calibre men wanted, we havea profitable contract. 


Alabama Louisiana Florida South Carolina 
Georgia Tennessee Kentucky Texas 


The Southern States Life Insurance Company 
ATLANTA, GEORGIA 











Tue Spectator is published every Thursday by The Spectator Company, at 243 West 39th Street, New York, N. Y. Entered as second-class matter June 28, 1879, 
at the postoffice, New York, N. Y., under the act of March 8, 1879. Tur Spectator, Volume CXXIII, Number XVI, October 17, 1929; $4.00 per annum. 








E. S. Albritton, Vice-President and Manager of Agencies 
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American Life Convention Opens 


Spirit of Message from Former President Coolidge 
Offers Theme for Twenty Fourth Annual 


Cincinnati, Ox10, October 15.—“While in- 
surance has many things to commend it there 
has always seemed to me two or three things 
that are fundamental. Perhaps the most im- 
portant is security. In the next place this form 
of protection has been brought within the means 
of every wage earner. A policy has become a 
source of credit. Another benefit is the in- 
centive to saving.” 

These excerpts from ex-President Calvin C. 
Coolidge’s message to the American Life Con- 
vention may well provide the theme for the 
twenty-fourth annual meeting of this organiza- 
tion whose members have done so much to make 
life insurance the outstanding factor in Amer- 
ica’s economic structure. The magnitude of the 
part that the member companies of the American 
Life Convention have played in the growth of 
life insurance may be gleaned from the fact that 
the total insurance outstanding with convention 
companies totals twenty-five of the first hun- 
dred billion now in force. The actual member- 
ship is larger numerically than any similar or- 
ganization. 

On Tuesday evening over three hundred had 
registered at headquarters in Hotel Sinton at 
Cincinnati. It was confidently anticipated that 
by the time the meeting responded Wednesday 
morning to the gavel of President Clarence L. 
Ayres that there would be an attendance well in 
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Meeting Now in Session 
By Tuomas J. V. CULLEN 


excess of four hundred fifty. This would mean 
a record gathering. 

A noteworthy feature of this convention is 
that it marks finality to the regime of Claris 
Adams, who has for the past three years, been 





PRESIDES OVER CONVENTION 





Clarence L. Ayres 





general counsel and secretary, the mainspring 
from which unprecedented growth and prosper- 
ity has enured to the organization. The gen- 
eral and honest regret at his leaving is spent 
in the heartfelt hope of his future with a life 
insurance company of such promise as the 
American Life of Detroit, which is welcoming 
him as its new executive vice-president. Never 
in the history of life insurance has a man won 
such widespread approval of his activities in 
so short a time as has Mr. Adams during his stay 
with the American Life Convention. This is 
not a personal estimate but a reflection of the 
recurrent comment from the range of life 
insurance officialdom. 


Coincident with the going of Claris Adams 
will be inaugurated a new administration with 
Judge Elliott as general counsel and. Wendell 
P. Coler as secretary and actuary. There is un- 
mistakable sentiment from impressions thus far 
obtained that these men will serve the organiza- 
tion capably and well. 

The convention proper opened Wednesday 
morning with President Ayres in the chair. 
Charles S. Younger, Superintendent of Insur- 
ance of Ohio, delivered the address of welcome 
and the message to the convention from ex- 
President Coolidge was read. 

Among the principal speakers of the conven- 


(Concluded on page 13) 


Life Insurance 















INCIDENTALLY ! 





EW approaches—always welcome to life 

agents—are made possible through results 
obtained in a recent study of records by the 
statisticians of the Metropolitan Life Insurance 
Company. Walk up to the nearest thirty-five 
year old spinster and tell her that her chances 
of marrying and dying within the next five 
years are exactly the same as those of a fif- 
teen year old girl. The marriage angle in this 
statistical revelation, if traditional surmise be 
correct, will prove welcome information, but 
the mortality provision may elicit a “Why- 
bring-that-up?” attitude. 

* * * 


ND the answer to that is, it belongs with 
the figures. In cther words, that’s the 
catch in the proposition as far as the spinster 
is concerned, because her life expectancy is 
sufficiently less than that enjoyed by the fifteen- 
year-old to offset the youngster’s greater po- 
tentialities as a candidate for enlistment in the 
“T Do” brigade. 
es * 
HE same parity of averages applies to 
girls of fifteen and twenty-five when fig- 
ured over a period of seventeen and one half 
years. This study, linking marriage and death 
together, was made for the purpose of deter- 
mining what is the combined probability of a 
person marrying within a specified period and 
then dying before the end of that period. It 
supplements another study made by the same 
department some time ago on the chances men 
and women of various ages have to survive a 
given period and be married within that period. 
Its usefulness will be greatly enhanced in the 
hands of an agent who is able to convince any 
single prospect that he owes allegiance to any 
law of averages. 
eRe 
HIS data further shows that a young man 
of 25 has exactly seven chances in a 
thousand of marrying and dying within the 
next five years. Tell them so. The data is 
entirely accurate as to averages and should 
prove of interest to young prospects even 
though they insist that they have no intention 
of performing either of the two major actions 
in question. You might even add, with an as- 
sumption that your immediate prospect is the 
one Fate has picked for the exception, that he 
will probably leave a couple of children of pre- 
school age for his wife and mother-in-law-of 
averages to support. 
* * * 
HESE statistics are interesting in that they 
offer concrete talking points and help to 
emphasize the fact that pre-mature deaths are in 
reality, a certainty. The odds are 7 to 1000 on 
the double catastrophe for the five year period; 
2 to 100 for the ten years; and 5 to 100 for 
fifteen years. The process can be run into 


even money or better but the point is made on 
the briefer periods. 
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“SMOKE” 











A NEW angle on the White Sulphur Springs 
convention as seen by Mr. Phil Braniff, of 
Oklahoma City, and inimitably recorded in the 
“Tebco Messenger :” 

“After listening attentively to the professors 
of insurance at their White Sulphur get-to- 
gether, I am all set to go back to work ’n un- 
hook a lot of nice business. The only thing 
I didn’t learn about the insurance business is 
where is it. 

“It is consoling to know that presidents of 
insurance companies hook their drives as badly 
as I, and miss putts that if you'd let ’em alone 
they’d roll in by ’emselves. 


“Having lived on the American plan for two 
weeks I weigh just a biscuit less than a horse, 
and the hotels won’t pay dividends this month. 
And did I win a prize! I think it was for hav- 
ing the biggest putter, or handicap, or circum- 
ference or something—but I won it! 


“And now New York and a week of rubbing 
the back of my neck against my collar. 

“They tell me that there will be lots of 
changes in the insurance business this year. 
They say—but wait until I get it all together 
and I’ll give it to you in one paragraph hot 
off the ear.” 


AVIS P. SMITH has been elected to the 

presidency of Thomas B. Smith & Co. of 
Philadelphia, which for 32 years has been the 
agent of the National Surety Company for 
Philadelphia and Eastern Pennsylvania. 


His election to the presidency of Thomas B. 
Smith and Company at the early age of thirty 
years gives every indication that his company 
may look forward to an increasingly larger vol- 
ume of business in the future. Dave Smith is 
not only widely acquainted and very popular 
among all the brokers of Philadelphia, but with 
surety men in general throughout the country. 


* * * 


T HE New York Casualty Company, now af- 

filiated with the American Surety Company 
of New York, announces the opening of a 
branch office for Indiana (except Lake, La- 
Porte and Porter counties in the Fletcher Trust 
building, Indianapolis, for the convenience of its 
agents and brokers in Indiana. 


Simultaneously the American Surety Com- 
pany of New York and the New York Casualty 
Company announce the appointment of John E. 
Cook as superintendent of the casualty insur- 
ance department of the Indianapolis branch 
office. 

Mr. Cook was associated for many years with 
the George W. Pangborn general agency in 
Indianapolis. 





N another page in this issue Vincent Cullen, 

of the National Surety Company, discusses 
the proposition that business, and the insurance 
which protects it, is a breeder of crime. The 
current discussion was born in the editorial page 
of the New York Times when an article criticiz- 
ing surety companies for their easy coverage of 
Wall street messengers provoked a number of 
readers, both in the business and out, to air 
their views on the subject. Of all the letters 
printed, Mr. Cullen’s seemed to show the most 
comprehensive grasp of the question and so 
THE SPECTATOR asked him to contribute a more 
extensive expression of his ideas for publication 


in these columns. 
e +e & 


; en whole question is an old chestnut that 
has to be cracked periodically. I recall a 
situation in Ohio two years ago, and what 
“Smoke” had to say then is substantially the 
same today. At that time we said: 


Just*what the logic behind the Ohio Super- 
intendent’s decision to prohibit riot insurance in 
his state consists of, is a trifle beyond me. Dis- 
turbances in the mining regions of Ohio have 
led Mr. Safford to believe that continued writ- 
ing of riot and civil commotion coverage would 
have a tendency to stir up trouble. Assuming 
that such is the case, what of it? One might 
argue that fire insurance is conducive to more 
fires, accident insurance to more accidents, ex- 
plosion insurance to more explosions. Even a 
life insurance policy has a tendency to make a 
man a trifle less concerned about his inevitable 
demise. Earthquake insurance is about the only 
exception I can think of at the moment because 
rainmaking is not an extinct profession. The 
harm that any type of legitimate insurance 
might possibly be responsible for is negligible, 
of course, in comparison with the benefits it 
extends. 


A BOUT the best way we can pay off a claim 

to our neighbor, the Weekly Underwriter, 
is simply to reprint the following gracious, if 
pointed, paragraph from their own columns 
and cry “Touché!” 


Our congratulations to THE SPEcTATOR on its 
new suit of clothes! The effect is very pleasing 
to the eye. In announcing its change of dress, 
THE SPECTATOR states, “It is notable that Tur 
SPECTATOR is the first major insurance paper to 
exclude advertising from its cover.” This made 
us rub our eyes and look at our own front 
cover! As long as this paper has been known 
as The Weekly Underwriter it has excluded 
advertising from its front cover, although an 
early issue taken from our files about two years 
before THe Spectator was born, does show 
that the then New York Underwriter carried 
advertising in that position. We also have in 
mind our good contemporary, The Standard, 
which, as far back as history shows, has car- 
ried no advertising on its front cover and is 
readily recognized as the “major paper” in New 
England. We never felt that a cover made 
very much difference anyway because, after all, 
it is the contents of a paper that really counts, 
and the contents of the new SpeEcraTor easily 
measures up to the expectations aroused by its 
new cover. 
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THE SPECTATOR 


Tue Spectator, established in 1868, is a weekly 
journal devoted to promoting the best interests of 
trustworthy insurance of all kinds. The subscription 
price for the United States, Canada and Mexico is 
Four Dollars per annum, postage prepaid; to all for- 
eign countries in the Postal Union, Five Dollars. 
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Vanishing Agency Profits 
Yip tendency of local agency profits 
. towards an ultimate vanishing point 
in steady ratio to increasing premium in- 
come, and hence increasing commission 
earnings, seems to defy the laws of eco- 
nomics. Science has long taught 
that in all production, until the point 
where the law of diminishing returns 
begins to operate, an increasing per unit 
production may be obtained and mar- 
keted at a cost which does not mount in 
the same ratio, and therefore greater vol- 
ume yields a higher rate of profit. To 
illustrate crudely : suppose the cost to pro- 
duce and market one unit of $100 is $75, 
the profit is 25 per cent; the cost to pro- 
duce and market two units of $100 each 
is $140, the profit is 30 per cent; the cost 
to produce and market three units of 
$100 each is $195, the profit is 35 per 
cent, and so on. But apparently this is 
not so in fire insurance. 

The National Association of Insur- 
ance Agents has assembled and analyzed 
the operating cost of its membership, 
measuring this against both gross pre- 
miums and gross commissions. In some 
of the items of agency expense, advertis- 
ing, for example, the well-known eco- 
nomic theory holds good; but in the total 
agency expense, with which this article 
is alone concerned, the established. law is 
set at naught. Beginning with a group in 
which the component agencies produced 
$25,000 a year in premiums, the total ex- 
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pense ratio to premium income was. [1.2 
per cent, and carrying this through larger 
groups until the agency’s annual pre- 
mium income reached over $500,000, the 
expense ratio had mounted to 19.6 per 
cent of the premium income in the last 
section. Agencies earning $25,000 a year 
in commissions disbursed 52.6 per cent of 
this sum in expenses, and so through the 
entire series the expenses climbed with 
the income in parallel lines. When an 
agency's commission income was Over 
half a million dollars a year, a profit of 
only 12.8 per cent remained. Apparently 
the more business an agency does the 
worse off it is. The agency whose in- 
come was $25,000 derived in money a net 
profit of $11,850, while the agency whose 
income was more than $500,000 got only 
$64,000 out of its. business. 

Perhaps there is'a grain of comfort in 
this for the poor chap in the smaller town 
who has seen thousands of dollars in an- 
nual premiums take wings and fly away 
when the chain store took up its abode; 
perhaps the fellow who has lost good 
lines to the various pools and associations 
can find consolation in these figures. We 
doubt it. The present plight of the local 
agent is a serious one. He finds himself 
in it through no fault of his own, nor be- 
cause of any desire on the part of the 
companies to strip him of the cream of 
his earnings, but because he has been 
trapped in the whirling eddy of business 
changes. If he is to survive, he must be 
rescued. This challenges solemn thought 
among leaders in agency and company 
ranks. 





An Intelligent Crusade Against 
Motor Accidents 

HROUGH its news and editorial 

columns, the New Orleans Times- 
Picayune is waging unrelenting war on 
reckless motorists. Up to the time of this 
writing, seventy-seven persons in the city 
of New Orleans, which has less than half 
a milliom population, have lost their lives 
in automobile accidents during 1929. It 
is the invariable policy of the Times- 
Picayune to “play up” the story. No 
available fact or name‘is omitted, whether 
the culpable driver is: prominent or ob- 
scure. 

The apparent apathy of the city and 
of the criminal courts must be somewhat 
disheartening to the newspaper engaged 
in this laudable campaign. So far, nota 


5 


conviction for manslaughter has. been 
obtained this. year, and evidently this has 
been due largely to lack of effort, or what 
is worse, to abject indifference on the 
part of those charged with public safety, 
as there have been no incarcerations. 

Casualty insurance executives will be 
deeply interested in the attitude of the 
Times-Picayune. Attracted by its pitiless 
crusade, THE SPECTATOR inquired wheth- 
er the paper advocated compulsory auto- 
mobile insurance. We were told most 
emphatically that it did not. The Times- 
Picayune has gone into this subject  thor- 
oughly, and is convinced that the plan is 
a mere nostrum. The paper does believe 
that every driver before obtaining license 
should be bonded by a responsible com- 
pany, but that the companies should re- 
main free to grant or to decline bond to 
any applicant, and that no person with- 
out bond should be permitted to drive. 
It believes that this is only a partial rem- 
edy, that prompt and adequate punish- 
ment under the criminal code of all per- 
sons responsible for accidents and deaths 
will go much further towards curbing the 
growing menace. 





Service That Is Not Selfish 

HE Public Health Service estimates 

that by the time children have be- 
come adults ninety per cent of them have 
had measles, seventy-five to eighty per 
cent of them have had whooping cough, 
fifty to sixty per cent have been victims 
of chicken pox, and ten to fifteen per 
cent have suffered from scarlet fever and 
diphtheria each. In addition, there is an 
assortment of miscellaneous. diseases too 
numerous to mention here. Newspaper 
comment observes: “It is a wonder when 
you think it over that anybody ever 
grows up.” It is not vain boasting to say 
that life insurance has been a tremendous 
factor in decreasing infantile and adoles- 
cent mortality. The free nursing service 
of the Metropolitan is pretty generally 
known everywhere, but it is not a matter 
of wide knowledge that many other com- 
panies contribute thousands of dollars 
every year to the cause of good health 
with their lavish donations to: public 
nursing funds and free clinics. They do 
much more in prevention by the distribu- 
tion of authoratative leaflets dealing with 
common diseases. This is one of the bi- 
products. of life-insurance which escapes 
merited recognition. 
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The Spectator Company’s 
Southern Office 





Headquarters at Gravier Street, New 
Orleans, Opened by New 
Division Staff 


Headquarters of the Southern department of 
The Spectator Company have been established 
in the Mason building, 730 Gravier street, New 
Orleans, La. This office, as previously an- 
nounced, is in charge of William Thornton, 
well known throughout the South as a practical 
insurance man and author. Mr. Thornton, 
previous to assuming the managership of The 
Spectator Company’s Southern department, was 
a field instructor for the Life Insurance Com- 
pany of Virginia and prior to that was for 
many years Southern correspondent for THE 
Specrator. He is the author of “Short Lessons 
in Life Insurance,” published in 1923 by The 
Spectator Company. 

Assisting Mr. Thornton is N. A. Kain, who 
has been with The Spectator Company’s sales 
organization for the past year. Thirteen States 
will report to the New Orleans office. Although 
both Mr. Thornton and Mr. Kain will spend 
a large portion of their time travelling the 
entire Southern insurance field, the New Orleans 
office will at all times be equipped to render 
the fullest service and attention to our patrons 
in that locality. 


The Life Assurance Text-Book 

A new and enlightening English contribution 
to the literature of life insurance is entitled, 
“The Life Assurance Text-Book.” This was 
written by a number of authorities connected 
with life assurance, edited by R. C. Simmonds, 
F.I.A., and published by Charles and Edwin 
Layton. 

The scope of this new work is indicated by 
the appended chapter titles, the names of the 
contributors of the respective chapters being 
also given: Introductory, by R. C. Simmonds; 
Forms of Assurance, etc., Policy Conditions, 
by R. C. Simmonds; Life Office Practice, by 
S. J. Rowland; Mortality Tables, by C. W. 
Kenchington; “Ordinary” Office Premiums, by 
R. C. Simmonds; “Industrial” Office Premiums, 
by H. Hosking Tayler; Reserves, Surrender 
Values, etc., by R. C. Simmonds; Under- 
average Lives, by F. L. Collins; Extra Risks, 
by R. E. Underwood; Distribution of Surplus, 
by C. H. Maltby; Titles, by J. MacGibbon; 
Mortgages, by W. J. Harriss; Investments, 
by P. C. Crump; Income Tax, by C. H. Maltby; 
Accounts, by A. G. Cudlipp; Book-keeping, 
by A. G. Cudlipp; Compound Interest Tables, 
by R. C. Simmonds. 

There are also several appendices dealing with 
Acts of Parliament, etc., Stamp Duties, and 
Compound Interest Tables, and also a very 
complete index to the whole book. 

The Life Assurance Text-Book, which em- 
braces 360 pages and is substantially bound 
in cloth, may be obtained from The Spectator 
Company at $7.50 per copy, : 


Life Insurance 





New York Concerns Purchase Group 
Contracts 

Two prominent organizations in the financial 
district of New York City have acquired group 
life insurance protection for their employes, ac- 
cording to an announcement by the Prudential 
Insurance Company of America, through which 
the policies were issued. 

Carreau and Snedeker, of 63 Wall street, 
stock brokers, have provided protection of from 
2,000 to $4.00 for each of their workers, ac- 
cording to the position held, this coverage be- 
ing granted to all those who were in the firm’s 
employ as of July 18, 1929. New employees are 
to become eligible for the protection at the end 
of three months service. There are 55 persons 
involved for a total of $118,000. The policy, 


which is issued without cost to the employees, 
was placed through Stewart, Hencken & Will, 
Inc., representing the Prudential. 

The other organization acquiring group in- 
surance is Talbot, Bird & Co., Inc., insurance 
underwriters, of 51 Beaver street. This policy 
provides for coverage of $130,000 for 88 work- 
ers, the individual amounts ranging from $1,000 
to $3,000, according to the position held. 


September Production 
The Paid-for Business for the office of Ives 
& Myrick, Managers, Mutual Life Insurance 
Company, of New York, for the month of 
September, 1929, was $3,771,300 as compared 
with $2,536,406 for 1928. 











A Billion in 





007,320. 


STRENGTH OF 


cae: Epwarp D. Durrietp, President 
Fiome Office, Newark, New Jersey 








Since its organization, nearly 54 years ago, 
The Prudential has paid 5,103,790 Death 
Claims alone, for the imposing total of $1,016,- 


Compute these figures, which are 
of June 30, 1929, into terms of 
Homes Saved, Children Edu- 
cated, Want and Sorrow amel- 
iorated and Estates Kept Intact 
and you have a most impressive 
testimonial to the True Value 
of life insurance. 


No wonder the business has grown 
so rapidly, and still less to be 
wondered at is the great pride 
that men engaged in selling 
life insurance have in their 
calling. 


A Great Business! 


The Prudential 


Insurance Company of America 


Help Money 
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Legal Section Meeting of 
American Life 





Over a Hundred in Attendance 
at Opening of Convention in 
Cincinnati 


C. P. Peterson Chairman 





Many Informative Papers and Dis- 
cussions Feature First Day of 
Business Program 





[By a Starr CorrESPONDENT] 


Crncinnatl, O., October 15.—The legal sec- 
tion of the American Life convention convened 
on Tuesday of this week at the Hotel Sinton, in 
Cincinnati, as a preamble to the main meeting 
which began on Wednesday. There were some- 
where in the neighborhood of one hundred and 
fifty in the hall when Chairman C. Petrus Peter- 
son, general counsel of the Bankers’ Life, of 
Lincoln, Nebr., called the gathering to order. 
He introduced Judge George A. Mills, presi- 
dent of the Cincinnati Bar Association, who 
warmly welcomed the delegates to the city and 
expressed the wish that they accept the hospi- 
tality of the members of his association during 
their visit to the city. Claris Adams, who is 
completing his tenure of successful administra- 
tion of the convention as secretary and general 
counsel, in behalf of the legal section, thanked 
Judge Mills for his appreciated words of wel- 
come. He took advantage of the time to thank 
the members for their co-operation in making 
his regime a success. He hoped for his suc- 
cessor the same close harmony which had been 
so heartily given him. It was an honor. He 
gladly accepted to introduce Judge Elliot, who 
was recently selected as general counsel of the 
body by the executive committee. The selection 
of the talented Judge was a wise one who, by 
his exceptional service on the bench and at the 
bar, had proved his capabilities. Continuing, 
Mr. Adams said that it had long been in the 
mind of the executive committee to strengthen 
the administration office of the convention and 
that the present seemed a most opportune time 
to do so. They had accordingly instituted the 
office of secretary and actuary and had ap- 
pointed to this important post Wendell P. Coler. 
Mr. Coler is a graduate of the University of 
Michigan and a successful actuary. He has 
always been a believer in sound legal reserve 


THE SPECTATOR 
October 17, 1929 





Cen 


RETIRES AS COUNSEL 





Claris Adams 


life insurance and as actuary for the Maccabers 
he had just completed the transfer of the busi- 
ness of that order to the legal reserve basis. 
His ability, Mr. Adams concluded, betokens a 
strong and capable service department. Both 
Judge Elliot and Mr. Coler when introduced 
gratefully acknowledged the tribute of the re- 
tiring secretary and pledged themselves to carry 
on their work upon the high plane which had 
marked the success of their official predecessor. 

C. Petrus Peterson, as chairman, opened the 
formal program. “It is a pleasure,” he said “to 
find the fellowship of the legal section resumed. 
A meeting of lawyers is one of congeniality. 
The rest of humanity never seems to tire in 
prodding us with ridicule of our mild peculiari- 
ties. The ideas of lawyers are supposed to 
deal with the past and not of the present or 
future. It is the function, however, of lawyers, 
to knit the past and the present and to find a 
normal transition to the future without revolu- 
tion. Our function in the modern structure of 
life is looked upon. lightly but we must be able 
to apply the breaks when enthusiastic leadership 
looks for a change. We must have a states- 
manlike attitude towards life and a keen percep- 
tion of current events.” 

The greatest loss, he continued, to the Amer- 

(Continued on page 8) 


Life Gains Continue at 
Third Quarter 


Five Per Cent Increase Over 
Same Period Last Year Is 
Shown by Survey 


Group Coverage Alone Declines 





Group Per Cent Affected by Abnor- 
mally High Record Established 
in September, 1928 





New York, October 15.—The production of 
new life insurance by United States companies 
was 5.5 per cent greater for the first three- 
quarters of this year than for the corresponding 
period of 1928. September of this year shows 
a decrease of 11.7 per cent over the same month 
of 1928. These facts are revealed by a state- 
ment forwarded today by the Association of 
Life Insurance Presidents to the United States 
Department of Commerce for official use. The 
compilation aggregates the new business records 
—exclusive of revivals, increases and dividend 
additions—of 44 member companies, which have 
82 per cent of the total life insurance outstand- 
ing in all United States legal reserve com- 
panies. 

For the nine-month period, the total new 
business of all classes written by the 44 com- 
panies was $,556,497,000 against $9,058,080,000 
during the same period of 1928—an increase of 
5.5 per cent. New Ordinary insurance 
amounted to $6,548,827,000 against $6,061,771,- 
000—an increase of 8.0 per cent. Industrial 
amounted to $2,174,377,000 against $2,009,999,- 
000—an increase of 82 per cent. Group 
amounted to $833,293,000 against $986,310,000— 
a decrease of 15.5 per cent. 

For the month of September, the total new 
business of all classes was $904,996,000 against 
$1,011,004,000 during September of 1928—a de- 
crease of 11.7 per cent. New Ordinary insur- 
ance amounted to $608,839,000 against $534,- 
112,000—an increase of 14.0 per cent. Indus- 
trial amounted to $221,006,000 against $198,- 
949,000—an increase of 11.1 per cent. Group 
amounted to $75,151,000, a decrease of 73.0 per 
cent as compared with the $277,943,000 during 
September of 1928, which was the largest 
amount of Group insurance during any Septem- 
ber and, with one exception, the largest amount 
ever produced during any month. 
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Legal Section Meeting 
(Continued from page 7) 

ican people from the World War was not a 
financial one, nor was it one of human life, but 
the greatest loss of this war was the general 
loss of faith in human institutions. Life insur- 
ance, of all institutions, alone escaped. This is 
not altogether due to management or salesman- 
ship, but rather because life insurance has fitted 
into the demands of changed conditions. In all 
the trend toward communistic and socialistic 
development, life insurance starids out alone as 
being dedicated to collective individualism. We 
are of the philosophy which treats of individual 
responsibility. We endeavor to find a way for 
the average American to resume his relation 
with his fellow man, and to keep our institu- 
tions away from disintegration.” 

Frank W. Wonzencraft, on the rights of 
an insurance company to recover benefits paid 
in a disappearance case upon the reappearance 
of the insured, stated in his paper that there 
have been few cases, either in this country or 
in England involving the right-of an insurance 
company to recover sums paid in disappearance 
cases upon the reappearance of the insured. He 
said, however, that the rule is thoroughly estab- 
lished ; that, where money had been paid through 
a mutual mistake of fact, can be recovered. 
However, where a dispute of claim is com- 
promised and settlement is made by the pay- 

*ment of a lesser amount than the total benefits 
provided for in the policy, there can be no 
recovery by the insured if the insured reappears. 

Mr. Wonzencraft continued an intimate re- 
cital of the many legal decisions and court rul- 
ings which have been made upon various points 
in this important matter, and reviewed the 
holdings of the court as to their reasonableness 
and justiciality. : 

Concluding, he said, in most of the cases, 
“The final disposition of a case by the court 
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establishes the rights of the parties, and the 
reappearance of an insured after the conclusion 
of litigation and the payment of .a judgment 
would not enable the company ‘to recover the 
sum paid unless there had been fraud. In the 
presence of -fraud, any sum, whether paid as 
a result of judgment or otherwise, is recover- 
able, as are voluntary payments made under a 
mutual mistake of fact as in the Crandall case. 
But woe betide the lawyer who compromises a 
disappearance claim for less than the full 
amount of the policy, unless at the same time 
he requires-a bond properly conditioned to pro- 
tect his company in the event of the reappear- 
ance of the insured. His only safety lies in 
following the procedure adopted by counsel for 
the insurer in the Mooney cases, and every 
company ought to try to obtain a gdod and valid 
bond as part of the settlement of any doubtful 
claim.” 

In his review of current life insurance deci- 
sions Claris Adams, general counsel and secre- 
tary of the Convention, abstracted several lead- 
ing court actions relating to the total and perma- 
nent disability feature of life insurance con- 
tracts. Among the important cases instanced, 
together with Mr. Adams’ comment, were the 
following : 

Ronhovde v. Farmers Life Insurance Com- 
pany, Sup. Ct. Comm. (Nebr.), the 
Court held that one who becomes totally and 
permanently blind through an unsuccessful at- 
tempt to commit suicide by shooting himself is 
nevertheless entitled to disability benefits. The 
Court said that no question of public policy was 
involved, and that inasmuch as the incontestable 
clause contained no exception covering the case, 
the company had no defense against the claim. 

Moore v. Massachusetts Accident Company, 
—— Atl. (Md.), is interesting, because the 
policy provided benefits if the insured sustained 
a “three-fourth loss of his business time.” The 
insured contracted a nervous disorder, which 
did not prevent his indulging in recreation such 
as golf, bridge and other entertainment, but 
apparently prevented his following any occupa- 
tion for gain or profit. 

Home Benefit Assn. v. Brown, 16 S.W. (2d) 
834, decided by the Court of Civil Appeals of 














Waco, Texas, the policy provided for the pay- 
ment of benefits in case of total and permanent 
disability, “provided that said member claiming 
said disability benefits shall have been totally 
disabled and continued to be totally disabled 
for a period of ninety consecutive days.” In- 
sured was in an automobile accident, and as a 
result of injuries sustained thereby, was totally 
disabled for several months, but his injuries 
were not permanent. Insured contended that 
if he were totally disabled for ninety days or 
more, he was entitled to disability benefits re- 
gardless of the permanent character of his in- 
jury. The Court in reversing judgment for the 
insured said: 

. . If this construction, which is the one 
followed by the trial Court, is given said con- 
tract, then the word ‘permanently,’ which it is 
provided that the holder must be totally and 
permanently disabled, must be entirely elimi- 
nated from the contract.” 


In the case of Storwick v. Reliance Life In- 
surance Company, 275 Pac. 550 (Wash.), the 
policy provided: “During the period of total 
and permanent disability, and at any time one 
year after the premium anniversary date first 
following the date of such disability, the com- 
pany will . . . pay a monthly income amount- 
ing to one per cent of the face value of the 
policy.’ The Court held that under this 
language, while payments might be withheld for 
one year following the next anniversary of the 
policy, at that time benefits were payable from 
the beginning of disability. 

In the case of Beasley v. Pacific Mutual Life 
Insurance Company, 13 S.W. (2d) 330, the Su- 
preme Court of Tennessee held that where dis- 
ability was once established and payments were 
made therefor, in a suit to recover additional 
benefits, the burden was upon the company to 
prove that the disability had terminated. 

In the case of United States Fidelity & Guar- 
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Circuit Court of Appeals for the Eighth Cir- 
cuit held substantially to the contrary. In this 
case the insured, a physician, became totally 
disabled and the company made payment of dis- 
ability benefits for one year. Upon discon- 
tinuance of such payments, the insured brought 
suit. The Court held that while the fact of 
disability once established might be presumed 
to continue, there was no presumption that. it 
continued for any definite length of time, and 
that therefore, the burden was upon insured to 
prove that he was entitled to benefits for the 
period claimed. 

In Rhyne v. Jefferson Standard Life Insur- 
ance Company, 147 S.E. 6 (N. C.), the Court 
held that one who becomes hopelessly insane is 
relieved from filing proof of claim in order to 
make operative the policy provision waiving 
premiums during the total and permanent dis- 
ability of the insured. 

In both the case of Missouri State Life v. 
LeFevre, 10 S.W. (2d) 267 (Texas) and Min- 
nesota Mutual Life Insurance Company v. 
Marshall, 29 Fed. (2d) 977 (U.S.C.C.A.-8th), 
the insured become totally and permanently dis- 
abled, but made no proof of claim under the 
disability provision of the policy providing for 
waiver of premium while the policy was still in 
force. 

Other Features 

The Judicial Interpretation of Total and 
Permanent Disability Clauses and the Pro- 
posed Standard Provisions was the title of 
the paper read by J. W. Kinsinger, general 
counsel of the Midwest Life Insurance Co., of 
Lincoln, Nebr. Mr. Kinsinger thoroughly 
analyzed the recent developments in this im- 
portant branch of the life insurance business, 
and indicated the general effect on life insur- 
ance which the recently-adopted Standard Pro- 
vision would have. 

Mr. Shepard Bryan, associate counsel of the 
Southern States Life Insurance Co., of Atlanta, 
Georgia, gave a very interesting report on the 
ethics of cancellation. Mr. Bryan’s paper is to 
be printed in an early issue of THe SPECTATOR. 
Following the reading of the three former 
papers, there was a general discussion of topics 

to conclude the morning session. 

The afternoon session opened with a paper 
by Frank W. Wonzencraft, of Leake, Henry 
Wonzencraft & Frank, general counsel of the 
American Life Insurance Co., of Dallas, Texas. 

Problems confronting life insurance officials 
and attorneys growing out of the various phases 
of disability insurance were discussed by Julius 
C. Smith, counsel, Jefferson Standard Life In- 
surance Company, Greensboro, N. C. The title 
of his address was “The Effect of Failure to 
Give Notice of Disability Due to Total In- 
capacity to Act in the Matter.” In handling 
this subject the speaker reviewed numerous 
court decisions having to do with such cases. 

The speaker pointed out that in an effort 
to control and if possible eliminate claims that 
were filed long after disability had commenced 
and after default in the payment of premiums, 
many of the insurance companies adopted a 
disability clause which was intended to create 
a condition precedent in the matter of filing 
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Former President Coolidge Sends Greetings to 


American Life Convention 
Mr. John M. Laird, 
American Life Convention, 
Cincinnati, Ohio. 
Dear Sir: 

Over almost forty years I have been personally interested as a policy holder in 

life insurance. I might say I inherited my interest as both my father and grand- 
father bought protection for themselves and their families by this method. 
: Because of this interest and my belief in 
the great public service performed by insur- 
ance companies when I retired from public 
office I was pleased to accept a position as 
director of the New York Life Insurance 
Company. 

While insurance has many things to com- 
mend it there has always seemed to me two 
or three things that are fundamental. Per- 
haps the most important is security. The 
companies are carefully supervised and reg- 
ulated by the laws of the various states 
where they do business, their investments 
are required by law to be carefully made 
and they are managed by the best business 
talent so that the obligations of well estab- 
lished companies are comparable with the 
safety of a government bond. The danger 
of loss that would materially affect the in- 
dividual policy has been practically eli- 
minated. 

In the next place this form of protection 
has been brought within the means of every wage earner. Insurance companies 
were the first to establish an important business on the instalment basis. The 
insured can decide by the amount of his policy to what extent he will remove the 
hazard of his death from his dependents and is sure to find a policy in some com- 
pany that will bring the payments within his means. 

A policy has become a recognized source of credit. Practically all companies 
and all banks are glad to lend money to the insured in his time of need on the 
security of his life insurance. 

Another important benefit is the incentive to saving. The ordinary person will 
lay aside the money necessary to meet insurance premiums which might otherwise 
be expended for much less important objects. Such payments instead of being 
harmful to trade and business are most beneficial to them for they create great 
reservoirs of capital which is used to finance important undertakings for the de- 
velopment of this country. 

These are some of the ways that life insurance provides for increasing the self 
reliance and independence of our inhabitants and the protecting their families and 
at the same time improving our general economic condition. It creates better 
individual citizens and a stronger nation. Those who are engaged in this great 
enterprise whether as policy holders or insurance representatives are performing 
a public service of a value that cannot be estimated. I wish you would express to 
the American Life Convention my best wishes for their continued success. 

Cordially yours, 





Calvin Coolidge 


CALVIN COOLIDGE. 











proofs. In these disability clauses, he said, 
it was clearly stated that if the insured, after 
the payment of the first premium and_ before 
default-in the payment of any subsequent pre- 
mium, furnished to the company due proofs 
of total disability, that thereafter certain ben- 
efits would be granted. Mr. Smith declared 
that if plain English could be understood, then 
it should be understood that the filing of proofs 
before the default was the absolute condition 
precedent to the attaching of any liability under 
the disability clause. 


And still, in some cases which is cited, the 
wording of the clause did not prevent sur- 
prising decisions against insurance companies. 

At the conclusion of the afternoon session 
W. H. Eckert was elected chairman of the legal 
section. Mr. Eckert has long been active in 
the work of the convention and occupied the 
post of secretary. He is general counsel of the 
Federal Life Insurance Company, of Chicago. 
Frank W. Wonzencraft, general counsel for 
the American Life of Dallas, was named 
secretary. 
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N Thirteen Years, the Missouri 

State Life has grown from One 
Hundred Million Dollars of insur- 
ance in force to over One Billion 
Two Hundred Million. . . It took 
twenty-four years to reach the first 
hundred million. . . The Company 
to date in 1929 is 30% ahead of its 
paid-for production over the same 
period last year! 


HILLSMAN TAYLOR, PRESIDENT 
St. Louis, Missouri 
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Admitted Assets Over 


$131,000,000.00 


Insurance in Force Over 


$1,200,000,000.00 
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Ninety-Seven Chartered 
Life Underwriters 


Sixty-One Successfully Passed 
All Requirements of American 
College Examination 


23 States Represented 





Tests Will Be Made Annual Feature 
Hereafter—Three Hundred 
Applicants Anticipatd 





Sixty-one of the one hundred and fifty-seven 
applicants were successful in passing the Amer- 
ican College of Life Underwriers examinations 
held last June. That is to say, sixty-one re- 
ceived diplomas while seven additional appli- 
cants who passed successfully were required by 
college rules to make up the prescribed three 
years of life insurance experience before being 
eligible for diplomas. This number was the 
largest yet recorded for such honors and com- 
prised students from forty cities and twenty- 
three States. 

Combining the results of previous examina- 
tions there are now ninety-seven Chartered Life 
Underwriters as result of the first eighteen 
months of operation by the college. Hereafter 
the semi-annual examination schedule will be 
discontinued and the tests will be made every 
June, the next to be June, 1930. It is said that 
the officials of the college anticipate an enroll- 
ment of at least three hundred next year. Those 
who were recently awarded diplomas are: 


Amrhein, George L., instructor in insurance, University 
of Pennsylvania, Philadelphia, Penna. 

Bailey, Edward F., agent, Equitable Life Assurance 
Society, Philadelphia, Penna. 

Boyle, Merritt A., agent, State Mutual Life Assurance 
Co., Cincinnati, Ohio. 

Brayton, Howard C., agent, Mutual Life Insurance Co. 
of New York, Portland, Ore. 

Brown, George J., district agent, Equitable Life Insur- 
ance Co. of Iowa, Lafayette, Ind. 

Brown, Mrs. Zura Z., special representative, Lincoln 
Nat’l. Life Insurance Co. of . Vermont, Fort 
Wayne, Ind. 

Cammack, Howard H., general agent, John Hancock 
Mutual Life Insurance Co., Huntington, W. Va. 

Chang, Tuh-Yui, actuary, China United Assurance So- 
ciety, Shanghai, China. 

Chew, Fred V., associate professor of insurance, In- 
diana University, Bloomington, Ind. 

Cook, Paul W., instructor of agents, Mutual Benefit 
_Life Insurance Co., Evanston, IIl. 

Craig, Walter A., agent, Mutual Benefit Life Insurance 
Co., Philadelphia, Penna. 

Davis, Roy L., general agent, Central Life Insurance 
Co. of Illinois, Chicago, IIl. 

Dunsmore, Wm. J., agency manager, Equitable Life 
Assurance Society of the United States, New 


ork. 
Elliott, Clayton, life insurance broker—in business for 
himself—San Francisco, Calif. 
Essex, Freeman, special agent, Northwestern Mutual 
Life Insurance Co., Portland, Ore. 
Fearing, Olin Kyrle, agent, Provident Mutual Life In- 
_ _ surance Co., Lawrence, Kan. 
Field, Wm. E., manager, ordinary department, Pru- 
_ _ dential Insurance Co., Providence, R 
Fisher, H. Cochran, agent, Aatna Life Insurance Co., 
Washington, D. C. 
Forker, Flayd W., agent, Pacific Mutual Life Insurance 
‘o., Los Angeles, Calif. 
Habbe, Richard H., agent, Massachusetts Mutual Life 
Insurance Co., Indianapolis, Ind. 
Haley, Alvin T., sales promotion manager, Jefferson 
Standard Life Insurance Co., Greensboro, N. C. 
Hathaway, Neil, district superintendent, Mutual Life 
Insurance Co. of New York, Los Angeles, Calif. 
Hodges, Ray F., general agent, Ohio National Life In- 
surance Co., Cincinnati, Ohio. 

Hollebaugh, C. W., field secretary, Western States 
Life Insurance Co., San Francisco, Calif. 

Igo, Norman W., agent, Equitable Life Assurance 
Society of the United States, Youngstown, Ohio. 

Julius, William R., supervisor, Guardian Life Insur- 
ance Co., New York City, N. Y. 


THE SPECTATOR 
October 17, 1929 









rights. 


such an agency. 








Scranton- Pittsburgh, Pa 
General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from those 
with clean records and with ability to handle 
Address 


Exclusive, care of THE SPECTATOR 















Kahler, Clyde McC., instructor in insurance, University 
of Pennsylvania, Philadelphia, Penna. : : 

Kline, Chester A., instructor in insurance, University 
of Pennsylvania, Philadelphia, Penna. | 

Lafot, Lloyd, agency organizer, New York Life Insur- 
ance Co., Los Angeles, Calif. ; 

Litz, Arthur Walton, manager, Great Southern Life 
Insurance Co., Nashville, Tenn. 

Lothgren, Eugene T., assistant to the general agents, 
Northwestern Mutual Life Insurance Co., Chicago, 


Ill. 

Love, Ralph H., agency assistant, Phoenix Mutual Life 
Insurance Co., Boston, Mass. a 

Metzger, Clarence B., assistant to the president, E. A. 
Woods Co., Pittsburgh, Penna. : 

Meyer, Henry J., special agent, Provident Mutual Life 
Insurance Co., Camden, N. ‘ : 

Miller, Pendleton A., district manager, Equitable Life 
Assurance Society of the United States, Topeka, 
Kans. 

Mulder, Joseph P., special agent, Mutual Life Insur- 
ance Co. of New York, Portland, Ore. 

Murrell, Thomas G., manager, Travelers Insurance Co., 
New Haven, Conn. ? 

McCahan, David, assistant professor of insurance, 
University of Pennsylvania, Philadelphia, Penna., 
and assistant dean, American College of Life Un- 
derwriters. , 

McCann, Carl, special agent, New England Mutual Life 
Insurance Co., Indiapanolis, Ind. : ‘ 

McCartney, Floyd A., branch manager, Equitable Life 
Assurance Society of the United States, Minne- 
apolis, Minn. ; : 

McNamara, John C., Jr., manager, Guardian Life In- 
surance Co., New York City. ; 

McNamara, William D., supervisor, Guardian Life 
Insurance Co., New York City. 

McNamer, Harry C., manager, brokerage department, 
Union Central Life Insurance Co., Chicago, IIl. 


Post, Charles L., agent, Guardian Life Insurance Co., - 


New York city. 














IN SUMMER 


or in winter the representatives and 
policyholders of the Massachusetts 
Mutual enjoy not only the great re- 
sources and splendid facilities of this 
Company, but also that mutual counsel 
and co-operation which make every re- 


lationshp a definite advantage to all 
those who rely on our service, 


Massachusetts Mutual 
Life Insurance Company 
Springfield, Massachusetts 
Organized 1851 


More Than a Billion and Three-Quar- 
tera of Inaurance in Force 


Richards, Robert G., agency secretary, Atlantic Life 
Insurance Co., Richmond, Va. 

Riehle, Theodore M., general insurance. business. for 
himself, New York City. 

Roach, Francis DeSales, agent, Mutual Benefit Life 
Insurance Co., Washington; D. C. 

Robinson, Kenneth D., district agent, Equitable Life 
Insurance Co. of Iowa, Fort Wayne, Ind. 

Schoeffel, George W., agent, Penn Mutual Life Insur~ 
ance Co., Portland, Ore. 

Scott, Dwight T., agent, Mutual Benefit Life Insurance: 
Co., Washington, D. C. 2 

Smith; A. N., 2nd, speciat agent, Northwestern Mutuali 
Life Insurance Co., Cleveland, Ohio. 

Smith, Warren H., agency supervisor, New England 
Mutual Life Insurance Co., Cleveland, Ohio. 

Strauss, H. Walter, -agent, Northwestern Mutual Life 
Insurance Co., Cincinnati, Ohio. © 

Strong Stuart. R., associate manager, National Life 
Insurance Co. of Vermont, Portland, Ore. ; 

Sweeney, Stephen. B., assistant. professor of insurance, 
University of Pennsylvania, Philadelphia, Penna. ’ 

Torrey, Daniel T., general agent, Provident Mutual; 
Life Insurance Co., Providence, R. L 

Warlow, D. Chester, special agent, Connecticut Gen- ' 
eral Life Insurance Co., Philadelphia; Penna, 

Watson, Stanley H., agent, Equitable Life Assurance ' 
Society of the United: States, Cleveland, Ohio. 

Wetzel, Ralph J., general agent, Pacific Mutual Life 
Insurance Co., Kansas City, Mo. ae 

Willet, Lawrence, associate general agent; Penn Mutual 
Life Insurance Co., Atlanta, Ga. 

Wulfekoetter, Burt H., agent, . Massachusetts Mutual. 
Life Insurance Co., Cincinnati, Ohio. : 


According to the rules of the college, univer- 
sity and college graduates. are allowed to take 
the examinations immediately. following their 
graduation, but the C. L. U. diplomas may not be 
conferred until the completion of. three years of 
satisfactory life insurance experience. The. 
following seven candidates, coming under this 
group, have passed all of the five examinations: 


DeForce, James A., agent, Mutual Benefit, Life Im 
surance Co., Washington, D. C. 

Gallagher, Thomas W., agent, Penn. Mutual Life In 
surance Co,, Philadelphia, Penna. 

Hicks, Paul DeF., agent, Equitable Life Assurance 
Society of the United States, Pittsburgh, Penna. 

McCaughey, Margaret I., special agent, John Hancock 
Mutual Life Insurance Co., Providence, R. I. 

Owen, William E., agent, State Life Insurance Co. of 
Indiana, Alexandria, La. 

Smith, Charles H., agent, Penn Mutual Life Ineur- 
ance Co,, Philadelphia, Penna. . 
Steward, Verne, special agent, Provident Mutual hife 

Insurance €o., Las Angeles, Calif. 


Larson Week Record 

During “Larson ‘Week,’ dedicated to honor 
the popular secretary of the company, the agency . 
organization ef the Central States Life Insur- 
ance Company of St. Louis, Mo., wrote 448 ap- 
plication for a total of $1,085,750, perhaps the 
best week in the history of the company. 

The total production in September wae 
$2,463,833, an increase of $939,192; or 34 per 
cent over September, 1928. This is the best 
month of this: year and. also beat any month, in. 
1928, : 
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Disability Clause Tentatively Adopted 
by Metropolitan 


Provisions and Rates Advocated by Joint Committee 
of Department and Company Actuaries 
Given First Endorsement 


The following is a compiete reprint of the disability clause, with rates, tentatively 


proposed for adoption January 1, 1930, by the Metropolitan Life Insurance Company: 


TOTAL AND PERMANENT 
DISABILITY BENEFITS 


To Be Attached to and Made Part of 
Life Policies and Annual Premium 
Rates Therefor — Proposed 
for Adoption January 1, 

1 





Total and Permanent Disability, Waiver of 
Premiums and Payment of Monthly 
Income 





SUPPLEMENTARY CONTRACT ATTACHED TO AND 
Mape Part or Lire INsuRANCE Potricy No. 
ISSUED ON THE LIFE OF 


eee eee ere eeeseeseseses 


eee were er eeeerer essere seeeesrseseseeeeeeeeeeesese 


METROPOLITAN LIFE INSURANCE CO. 


In consideration of the application for this con- 
tract, as contained in the application for said 
policy, the latter being the basis for the issuance 
hereof, and in consideration of................ 
MER IIS oa \aais sews oe 4 0's tes oe cents, payable 
Shaki nieve Oke sce oR as an additional premium 
herefor, such payment being simultaneous with 
and under the same conditions as, the regular 
premium under the said policy, except as herein- 
after provided. 

Hereby Agrees, that upon receipt by the 
company at its home office in the City of New 
York of due proof, on forms which will be 
furnished by the company, on request, that the 
insured has, while said policy and this supple- 
mentary contract are in full force and prior to 
the anniversary date of said policy nearest to 
the sixtieth birthday of the insured, become 
totally disabled, as the result of bodily injury 
or disease occurring after the issuance of said 
policy, so as to be prevented thereby from en- 
gaging in any business or occupation and per- 
forming any work for compensation or profit, 
and that such disability has already continued 
uninterruptedly for a period of at least four 
months (such disability of such duration being 
deemed to be permanent), the company during 
the continuance of such disability, will 

1. Waive the payment of each premium un- 
der said policy and this supplementary contract 
beginning with the premium, the due date of 
which next succeeds the date of commencement 
of such disability, provided, however, that no 
premium shall be waived, the due date of which 
is more than one year prior to the date of re- 
ceipt at the home office of the company of writ- 
ten notice of claim hereunder; and . 

2. Pay to the insured, or if such disability 
is due to or is accompanied by mental incapacity, 
to the beneficiary of record under said policy, a 
monthly income of $10 for each $1000 of insur- 
ance or of commuted value of instalments, if 
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any, under said policy, such monthly income to 
be paid for each completed month of such con- 
tinuous disability beginning with the fourth such 
month, provided, however, that in no case shall 
any such monthly income be paid for the first 
three months of disability nor for any fractional 
part of a month of disability, nor for any period 
of disability more than one year prior to the 
date of receipt at the home office of the com- 
pany of written notice of claim hereunder. 

In case any premium on said policy and this 
supplemeritary contract is in default before re- 
ceipt at the home office of the company of writ- 
ten notice of claim hereunder, waiver of pre- 
mium and payment of monthly income hereun- 
der shall be made only if 

(a) The total disability for which claim is 
made commenced prior to the due date of the 
first premium in default, and 

(b) The written notice of claim hereunder is 
received at the home office within one year of 
the due date of such premium, provided, how- 
ever, that if the date of commencement of the 
disability for which claim is made is subse- 
quent to the due date of the first unpaid pre- 
mium on said policy but within the grace period 
allowed by said policy for payment of such pre- 
mium and written notice of claim hereunder is 
received at the home office within thirteen 
months from the due date of such premium in 
default, the claim shall not be invalid by reason 
of such non-payment of premium, but if the 
claim is otherwise valid, it shall be allowed and 
the insured shall be liable to the company for 
such premium in default with interest at six per 
centum per annum, which amount may be de- 
ducted from any payments due the insured un- 
der the policy or hereunder. 

The waiver of premiums and monthly income 
payments herein provided shall be in addition to 
all other benefits (including participation in 
distribution of surplus) under said policy, pro- 
vided, however, that, if there be indebtedness to 
the company under said policy, the interest on 
such indebtedness shall, if not otherwise paid, 
be deducted from said monthly income pay- 
ments. Monthly income payments shall not be 
subject to commutation. 

Written notice of claim hereunder must be 
presented to and received at the home office of 
the company (a@) during the lifetime of the 
insured and (b) during the continuance of total 
disability, otherwise the claim shall be invalid; 
provided, however, that failure to give such no- 
tice within such times shall not invalidate any 
such claim if it shall be shown that it was not 
reasonably possible to give such notice within 
such times, and that such notice was given as 
soon as was reasonably possible. 





Notwithstanding the proof of disability may 
have been accepted by the company as satis- 
factory, the insured shall at any time, on de- 
matd from the company, furnish due proof of 
the continuance of such disability, but after such 
disability shall have continued for two full 
years the company will not demand such proof 
more often than once in each subsequent year. 
If the insured shall fail to furnish such proofs, 
or if the insured shall become able to perform 
any work or engage in any business or occupa- 
tion whatsoever for compensation or profit, the 
monthly income herein provided shall immedi- 
ately cease as of the end of the last completed 
month of total disability, and all premiums 
thereafter falling due shall be payable accord- 
ing to the terms of said policy and of this sup- 
plementary contract. 


The disability benefit herein provided shall 
not be payable if, at the date of disability, the 
said policy shall be in force by virtue of any 
non-forfeiture provisions thereof, or if disability 
shall have resulted from bodily injuries sus- 
tained by the insured while participating in 
aviation or aeronautics, except as a fare-paying 
passenger on a licensed plane operated by a li- 
censed pilot, or sustained while the insured is 
in the military or naval service in time of war. 

The insurance under this supplementary con- 
tract shall be suspended while the insured is 
in the military or naval service in time of war, 
in which event that portion of the additional 
premium unearned during the period of such 
suspense shall be refunded. 


If premiums continue to be payable under the 
terms of said policy after the anniversary of 
said policy nearest to the sixtieth birthday of 
the insured, this supplementary contract shall, 
nevertheless, terminate and be of no further 
force or effect and the additional premium on 
account thereof shall cease to be payable, both 
on the anniversary of said policy nearest to the 
sixtieth birthday of the insured. 


This supplementary contract may be canceled 
by the insured on the due date of any premium 
or instalment thereof, by written request to the 
company, together with the return of said pol- 
icy and this supplementary contract to the com- 
pany and the endorsement of such cancellation 
hereon. 

This supplementary contract shall automatic- 
ally terminate and be of no further force or 
effect if any premium on said policy, or on this 
supplementary contract, shall remain unpaid at 
the end of the period of grace allowed under 
said policy for payment of premium thereunder 
or if said policy be surrendered or converted 
under one of its non-forfeiture provisions or 
otherwise terminated. 

Whenever this supplementary contract shall 
be canceled or otherwise terminated, the addi- 
tional premium shall no longer be payable. 

This supplementary contract shall be deemed 
to be a part of the above numbered policy and 
the provisions of said policy concerning declara- 
tions and representations by the insured, re- 
strictions, payment of premiums, change of 
beneficiary, and assignment, are hereby referred 
to and by such reference made a part hereof. 
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No other provisions of said policy shall be held 
or deemed to be a part hereof, except 

(a) The provision of the said policy as to 
incontestability shall apply hereto, but sha!l 
not preclude the company from requiring as a 
condition to recovery hereunder, due proof of 
such total and permanent disability as entitles 
him to the benefits hereof. 

(b) The provision of said policy as to rein- 
statement shall apply hereto except that this 
supplementary contract shall not be reinstated 
unless said policy is in force and no premiums 
is in default thereon, or unless said policy is 
reinstated at the time of reinstatement of this 
supplementary contract. 

No change in, addition to, waiver or permit, 
under this supplementary contract, shall be valid 
unless endorsed hereon and signed by an execu- 
tive officer of the company. 

In Witness WHEREOF THE METROPOLITAN 
Lire INSURANCE CompANY Has Causep Tuis 
SUPPLEMENTARY CoNntTRACT TO Be ExecurTepb 


SREEIS yates sxe Rr | ae, Paar en pee pare | a 
W. C. FLETCHER, F. H. Ecker, 
Secretary. President. 


The following tables give the premium rates 
proposed for adoption next January. The pre- 
miums are figured on a basis of $1000 and a 
basis of $1000 of insurance except whole life 
$5000. 


Cancer Death Rate Shows 
Steady Increase 





One Per Cent Gain Every Year 
Since 1911 Indicated by 
Monograph 

That the cancer mortality situation is grow- 
ing graver year by year is shown by a full 
monograph on the mortality from this cause, 
in which it is shown that the death rate from 
cancer has had an annual increase of more than 
one per cent per year in the period 1911-1927 
and that this death rate among females is 
increasing markedly. The monograph is to be 
published shortly by the Metropolitan Life In- 
surance Company and the following facts are 
gleaned from it. 

When the insurance company studied its 
cancer mortality date for a twelve-year period, 
1911 to 1922, the increase in the cancer death 
rate per year was seven-tenths of one per cent 
of the average standardized death rate for that 
period. With the facts for five more years 
consolidated with those of the earlier period, 
the increase to more than one per cent is shown 
in the standardized death rate from cancer 
among females. 

In the earlier study no decided increase from 
cancer among females was seen, but deaths from 
cancer among women for the five years 1923- 


1927 have increased to such an extent that 
there is a significant upward trend in evidence 
for the whole period between 1911 and 1927. 
However, the situation among males is much 
graver than for females, since the increase 
among the former has-been three times as 
great as among the latter. 





American Life Convention 
Opens 
(Concluded from page 3) 

tion was Walter W. Head, president of the 
State Bank of Chicago, a director of both the 
United States Shares Corporation and the 
United States Shares Financial Corporation, 
and a former president of the American Bank- 
ers Association; Col. C. B. Robbins, president 
of the Cedar Rapids Life Insurance Company, 
Cedar Rapids, Iowa, formerly. assistant secre- 
tary of war and a national leader of the Ameri- 
can Legion; Edward E. Reid, managing direc- 
tor of the London Life Insurance Company, 
London, Canada; LeRoy A. Lincoln, first 
vice-president and general counsel of the Met- 
ropolitan Life Instirance Company; R. H. 
Loomis of Shaw, Loomis & Sayles, Boston, 
Mass.; H. H. Arimstrong, vice-president of 
the Travelers Instiratice Company, Hartford, 
Conn., and H. B. Arnold, president of the Mid- 
land Mutual Life Insurahce Company, Colum- 
bus, Ohio. 





PREMIUM RATES FOR DISABILITY CONTRACT PROPOSED FOR ADOPTION JANUARY 1, 1930 


ANNUAL PREMIUM RATES AS OF JANUARY 1, 1930 
Basis of $1,000.00 of Insurance 


ANNUAL PREMIUM RATES AS OF JANUARY 1, 1930 


Basis of $1,000.00 of Insurance Except Whole Life $5,000.00 


10-Year End. 15-Year End. 20-Year End. End. at 60 *End, at 65 Whole Life 
With- With- With- With- With- ($5,000 Basis) End. at 85 10-Pay. Life .15-Pay, Life  20-Pay. Life 
out ; out out out out With- With- With- With- With- — 
Age Dis. Dis. Dis. Dis. Dis. Dis. Dis. Dis. Dis. Dis. out out out out out 
15 $96 03 $2.11 $60.95 $2.07 $43.83 $2.07 $18.15 $2.56 $16.69 $2.66 Age Dis. Dis. Dis. Dis. Dis. Dis, Dis. Dis. Dis, Dis, 
7" anf : ‘88 2.12 18.63 2.62 17.08 2.73 15 $65.60 $12.65 $14.67 $2.56 $36.21 $5.83 $26.92 $4.05 $22.37 $3.43 
2.25 61.06 2.19 43.94 2.18 19.15 2.68 17.50 2.79 16 66.80 12.95 
18 96.17 3.93 61.11 3.94 44.00 3:4 19.67 3:74 Wea 385 32 OS is ee se Re ie ae tua ae Se 
19 96.22 2.88 61.17 2.80 44.07 2.30 20:4 2:81 18.39 3.93 32 G8-10 13.25 15.25 367 2 72 tis tn mee sae 
20 96.28 2.44 61.23 2.35 44.14 2.85 20.84 2.87 18.87 3.00 1% 70.056 13.85 15.88 2.80 3.40 5.07 28.56 4.80 23.76 3.64 
21 «96.34 2.49 61.30 2.40 44.21 2.41 21.49 2.94 19.39 3.07 
22 «96.41 2.54 61.37 2.46 44.30 2.47 22.16 3.00 19.93 3.15 20 72.45 14.15 16.22 2.86 39.00 5.74 29.02 4.36 24.14 3.68 
23 «96.47 2.59 61.45 2.51 44.388 2.53 22.88 3.07 20.50 3.22 21 74.00 14.45 16.58 2.92 39.63 5.81 29.49 4.41 24.55 3.73 
24 «- 96.54 2.63) «61.53 2.56 44.48 2.60 23.65 3.14 21.12 3.30 22 75 70 14.75 16.95 2.99 40.27 5.88 29.98 4.46 24.95 3.77 
5 15.10 17.35 3.05 40. 5. 3 4.51 25.38 3.82 
25 96.61 2.68 61.60 2.62 44.56 2.67 24.46 3.21 21.75 3.38 2 5 
2 96.69 2.73 61.70 2.68 44.67 2°75 25.33 3.28 2243 3.46 . See EN 2S ee ee eee 
27 «96.77, «2.78 «61.79 2.74 44.79 2.83 26.26 3.36 23.15 3.55 e 
28 96.87 2.83 61.90 2.81 44.90 2.92 27.25 3.44 23.92 3°65 25 81.15 15.75 18.19 3.19 42.35 6.05 31.55 4.60 26.29 3.90 
29 96.96 2.89 62.01 2.89 45.03 3.02 28.31 3.52 24.74 3.75 = p = = ho ag ‘<= e+ 333 oe re ge 2 
2.30 = a ° ‘ . . ‘ e 
30 97.07 2.95 62.13 2.98 45.18 3.12 29.45 3.61 25.60 3.85 28 = 87.55 16.85 19.63 3.42 44.68 6.21 33.32 4.73 27.80 4.02 
31 97.17 3.03 62.26 3.08 45.34 3.24 30.68 3.71 26.53 3.96 29 89.90 17.25 20.15 3.50 45.52 6.25 33.96 4.77 28.33 4.06 
32 97.30 3.11 62.40 3 18 45.51 3.37 32.00 3.81 27.52 4.08 
3 55 5.68 3.50 33.43 3.91 28.58 4.20 — . 
M67 331 G78 34s 45.00 3 Me 4 wr 4s 6M lB RS ee te ee te le te ee ae 
35 97.71 3.43 62.90 3.57 46.12 3.82 36.64 4.15 30.93 4.48 32 (97-75 18.60 21.93 3.78 48.23 6.39 36.02 490 30.11 4.19 
36 97.88 3.56 63.10 3.72 46.37 4:00 38.47 4.27 32.23 4.63 33 100.65 19.10 22.58 3.88 49.19 6.44 36.76 4.94 30.75 4.24 
37. 98105 3°71 63.31 3:89 46. 19> 64044 441 3364 4:80 34 103.75 19.60 23.27 3.99 50.20 6.48 37.54 4.99 31.42 4.30 
38 98.24 3.87 63.55 4.08 46.94 440 42.63 4.55 35.16 4.98 
39 98.45 4.04 63.82 4.27 47.27 4.62 45.02 4.71 36.79 5.16 = A = ” Po ¢ ” aS ‘2 2 .- 3. ‘= 
e . oO % ‘ va. . . . . ° 
40 98.69 4.23 64.10 4.49 47.65 4.87 47.65 4.87 38.57 5.37 37 114.05 21.40 25.61 4.35 53.46 6.61 40.06 5.13 33.62 4.46 
4l 98.94 4.44 64.44 4.72 48.06 5.06 50.57 5.04 40.51 5.58 38 117.95 22.05 26.47 4.49 54.63 6.65 40.98 5.17. 34.43 4.52 
42 99.23 4.66 64.80 4.97 48.52 5.25 53.80 5.22 42.61 5.82 39 122.00 22.75 27.39 4.64 55.84 668 41.93 5.22 35.28 4.58 
43 99.53 4.90 65.19 5.24 49.02 5.45 57.42 5.42 44.92 6.07 
44 99.89 5.16 65.65 5.52 49.60 5.66 61.51 5.62 47.45 6.35 49 496.39 93.45 28.37 4.79 87.11 6.71 42.93 5.27 36.18 4.64 
‘ - ae. . s 41 130.95 24.25 29.41 4.95 58.42 6. 43.98 5. 37.11 
45 100.28 5.43 66.15 5.84 50.23 5.88 66.15 5.84 50.23 665 45 135°75 95°05 30.51 5.12 59.79 6.75 45.07 5.36 38.10 5.01 
46 100.72 5.73 66.70 6.11 50.92 6.11 71.43 6.08 53.30 6.98 : D 
47 101.21 6.06 67.33 6.38 51.71 634 77.54 6.33 56.72 7.35 ‘43 141.00 25.90 31.68 5.30 61.21 6.77 46.20 5.40 39.14 5.21 
48 (101-75. 641 G8iGe. 668 ess Gap s868 6.60 60.58 7.78 44 146.50 26.80 32.94 5.49 62.69 6.77 47.41 5.44 40.25 42 
49 102.35 6.79 68.79 6.96 53.54 6.84 93.00 6.90 64.81 8.22 
45 152.40 27.7 ; 6.77 48.67 5.48 41.42 5.63 
50 108.08 7.21 69.64 7.27 54.61 7.11 103.03 7.21 60.64 8.74 46 ise 6o oon ses S90 Oe 6876 6480.00 5.73 42.64 5.86 
51 103.77 7.66 70.58 7.58 55.79 7.40 115.23 7.56 75.14 9.35 47 165.30 29.85 37.19 6.12- 67.53 6.74 51.39 5.99 43.96 6.10 
52 104.59 8.11 71.62 7.92 57 .08 7.70 130.44 7.95 81.45 10.07 48 172.40 30.95 38.81 6.35 69.29 6.70 52.86 6.26 45.35 6.35 
53 105.50 8.54 72.78 8.26 58.52 8.02 149.90 8.38 88.77 10.94 49 179.95 32.15 40.53 6.61 71.11 6.66 54.41 6.55 46.33 6.61 
54 106.51 8.99 74.06 8.62 60.10 8.36 175.78 8.87 97.37 12.05 e 
55 107.61 9.43 75.46 9.01 61.84 8.72 211.83 9.44 107.61 13.51 S ie ne ta oo wh ke ae eee 
y a] ° . é e . « « ° . ° 
* Special disability benefit on Endowment at 65. 51 196.65 34.75 44.33 7.15 75.02 7.00 57.77 7.16 50.08 7.18 
Disability Before Age 60—Waiver of all future premiums and life annuity of $10.00 52 205.80 36.15 46.41 7.46 77.09 7:40 59.59 7.49 51.87 7.49 
per sneatls. 53 215.60 37.65 48.65 7.78 79.26 7.80 628.51 7.85 53.76 7.82 
Disability Between Ages 60 and 65—Waiver of all future premiums and temporary 54 - 226.05 39.30 51.04 8.12 81.53 8.22 63.54 8.21 55.81 8.05 
annuity of $10.00 per month ceasing at maturity. 55 «237.20 41.05 53.58 8.49 83.90 8.66 65.69 8.6 57.98 8.54 
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Joint Meeting of Actuaries 
at Toronto 


President Craig Speaks for Continued Cooperative 
Effort But With Due Regard for 
Individual Initiative 


By Tuomas J. V. CULLEN 


The joint meeting of the Actuarial Society 
of America and the American Institute of 
Actuaries took place Oct. 9th to 11th, at the 
Royal York Hotel, Toronto. 

At the morning session, Wednesday, after 
an address of welcome by T. A. Dark, general 
manager and actuary of the Excelsior Life 
Insurance Company, President Coburn of the 
Institute and President Craig of the Actuarial 
Society addressed the members. 

Mr. Craig in his presidential address “The 
actuary and the problems of the day,” spoke 
of the co-operating spirit and comradeship which 
existed between the actuaries at the present 
time. He pictured the magnitude of life in- 
surance and its growth. Progress, he avowed, 
should continue in a spirit of co-operation but 
without. the sacrifice of individual initiative. 
Individualism if carried too far, he continued, 
will produce waste while co-operation if carried 
too far will cause a loss of initiative. There 
were then presented new papers by members 
of the Society... These papers were as follows: 


Some of the Addresses 

“A Profit and Loss Statement” by C. O. 
Shepherd; “Disability Premiums and Reserves 
Under Policies Providing for Monthly Income” 
by Arthur Hunter; “Some Practical. Methods 
in a Disability Investigation,” by J.T. Phillips ; 
“Women as Life Insurance Risks” by W. M. 
Strong and Dr. F. S. Weisse; “Mortality of 
the Army and Navy of the United States 
Compiled from Official Records” by J. S. 
Thompson. 


During the remainder of the Wednesday 
morning session and during part of Thursday 
morning, a discussion by members: of both 
bodies, of papers presented at the previous 
meeting of the Institute took place. 

Group annuities and pension funds were the 
main topics of interest. Recognition was gen- 
eral that life insurance companies had before 
them a new fiéld for service in the development 
of old age protection which is by far the great- 
est economic problem in America today. 

During the sessions of Thursday several 
papers previously presented to the Actuarial 
Society were subject to open discussion and in 
addition an extended discussion took place of 
the problems connected with the resolution at 
the recent Insurance Commissioners’ Conven- 
tion concerning new standard provisions for dis- 
ability benefits. _ 

It was interesting to note, in Mr. Hunter’s 
paper, that the experience of the New York 
Life in the matter of disability coverage was 
almost as high as the results in class 3 of 
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the previously published joint disability in- 
vestigation. Mr. Henderson of the Equitable 
Life family presented a paper in which will 
appear commutation columns based upon class 
three results in disability insurance for the 
purpose of rate computation. 

Indicative of the rapid progress which is 
being made by the companies in conforming 





James D. Craig, President Actuarial 
Society 


with the resolution adopted by the National 
Convention of Insurance Commissioners with 
regard to disability standardization was offered 
when James D. Craig, actuary of the Metro- 
politan Life, presented to the meeting the dis- 
ability clause and rates which have been tenta- 
tively adopted by his company for use, after 
revision, on January 1, 1930. This clause and 
the rates pertaining thereto are shown on an- 
other page of this issue. 

On Friday morning the discussion of Society 
papers was completed and an additional in- 
formal discussion took place regarding under- 
writing questions dealing with the selection of 
large risks. The general subject of group 
insurance was most prominent. The searching 
emphasis placed on two formal papers pre- 
sented at the last meeting of the Actuarial 
Society indicated their value. These papers 
were an Expectation Rate Formula by Ralph 
Keffer and Does Group Life Insurance Cost 
Show a Tendency to Increase with the Age 
of the Contract. 





This meeting proved to be a very attractive 
one, there being about three hundred and fifty 
members of the two Societies in attendance. 
The ladies accompanying the members were 
generously entertained as the guests of the 
Ontario Life Insurance Companies. 

On Wednesday afternoon many members en- 
gaged in the Golf Tournament; the prize for 
the lowest gross score going to B. D. Flynn, 
secretary of the Travelers Assurance Company ; 
the low net was won by Jennings of the Bank- 
ers’ Life. 

On Thursday evening a banquet was held 
followed by a dance. The only speaker at the 
dinner was Canon Cody. 


Recent Aetna Groups Total $6,842,600 
—Covers 5,701 Employees 
Twenty-four group cases which have been 
written recently by the A®tna Life Insurance 
Company total $6,842,600 on the lives of 5701 

employees. 

In many instances these policies were supple- 
mented by group, sickness and accident insur- 
ance. In the majority of cases the insurance is 
written on the co-operative plan with the pre- 
mium shared jointly by the employer and em- 
ployees. The companies that have put into ef- 
fect group plans with the amounts and number 
of employees covered are: 

The Herman Nelson Corporation, Moline, 
Ill.; Ernest G. Beaudry, Atlanta, Ga.; Sherrill- 
Green Furniture Co., Statesville, N. C.; John 
F. Worley Directory Co., Dallas, Texas; Con- 
solidated Packaging Machinery Corp., Buffalo, 
N. Y.; McGowan-Motes Motor Co., Augusta, 
Ga.; Paint Rock Hosiery Mills, Paint Rock, 
Ala.; Mid-Western Dairy Products Co., Salt 
Lake City, Utah; The Kay Jewelry Co. & Asso- 
ciated Cos., Springfield, Mass.; Mountain State 
Steel Foundries, Parkersburg, W. Va.; Hick- 
man & Squire, Inc., Cleveland, Ohio; Package 
Machinery Company, Springfield, Mass.; 
George Gorton Machine Co., Racine, Wis.; 
Salem Glass Works, Salem, N. J.; Stoutz-Har- 
ing Co., Inc., New Orleans, La.; Hammond Box 
& Veneer Co., Ltd., Hammond, La.; McColister 
Chevrolet Co., Dallas, Texas; Ormsby Chev- 
rolet Co., San Antonio, Texas; The Southern 
Sugar Co. (Subsidiary of The Celotex Co.), 
Chicago, Ill.; Metro-Goldwyn-Mayer (Atlanta 
office), Atlanta, Ga.; The Selby Shoe Company, 
Portsmouth, Ohio; Electrical Products Cor- 
poration of Utah (Affiliation of Electrical 
Products Corporation-Los Angeles, Calif.), 
Salt Lake City, Utah; Barnett Bros. Merc. Co., 
Batesville, Ark.; The Van Dyke Motor Co. 
(Albuquerque & Denver Branches), Pueblo, 
Colo.; Cherryville Mfg. Co. (Rhyne Houser 
Mfg. Co. Branch), Cherryville, N. C. 


Mutual Benefit Life Gains for 
September 
The September paid-for business of the Mu- 
tual Benefit Life Insurance Company, Newark, 
N. J., shows an increase of 11.3 per cent over 
the paid-for business of September of last year. 
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These Points Mark a Good Insurance Man 


A Summary of Some Outstanding Qualities Shown by Successful 
Industrial Agents in All Sections of the Country—How 
to Build on the Experience of Others 


By Wii1am C. Morton 


Superintendent, National Life and Accident Insurance Company, Birmingham, Ala. 


HE longer I stay in the industrial insur- 
T ance business, the more convinced am I 

that it is a man’s job. I have, therefore, 
of late been giving a great deal of time and 
thought to the question of what qualities are 
necessary for a person to be a good debit man. 
The things I am placing in this article are not 
all that are required by any means, but they are, 
I am sure, the most essential. In looking over 
the success of men who have made good on the 
debit and who have won promotions with not 
only my own company but also with others, I 
have observed that the qualities here mentioned 
are universally regarded as essential by all 
companies. It is true that occasionally a “black 
sheep” will get among those listed as worthy, 
but in the final accounting, they are “ex-agents” 
instead of being listed among the successful. A 
man may have what he thinks is a victory, and 
he may even climb on’ up the so-called ladder 
of success by the wrong methods, but he will 
eventually be found out, and his exit will soon 
be a matter of history. But, among the qualities 
that I find that are absolutely essential to the 
making of a good industrial insurance man. I 
now present in the form of questions, the first 
of which is: 


Is He an Honest Man? 


If there is any business in the world that re- 
quires absolute honesty in every particular, it 
is the industrial insurance business. Recently in 
talking with a fellow agent, he made this state- 
ment, which greatly impressed me: “I’ll tell, 
you, if there is any place where a man is placed 
on his honor, it is with “uncounted money,” and 
the longer I continue on the debit, the more I 
realized the sacredness of the trust imposed 
upon me.” This man is making a success of 
the business, and I believe that no small part 
of his success must of necessity be attributed 
to his honesty. He stated to me that he never 
made a single collection of any kind during 
the week outside of his regular collection days 
but what he immediately turned it in to his 
cashier. He said he did this because if he did 
not do so, there would be so many opportunities 
that would present themselves whereby he would 
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spend the money, not with any absolute inten- 
tion of doing so, but that before he knew it, 
he might spend some money that was not his. 
He was, therefore, not going to tempt himself. 
He was going to remove every possibility of 
temptation as he would turn the money in to 
the company as soon as he went to the office. To 
my way of thinking, he is doing the only thing 
that an honest man can afford to do. 


The Debit Man’s Trust 


It has always been said: “Honesty is the best 
policy,” and I am sure that this applies to the 
debit man. In fact, it is not only the best pol- 
icy, but it is also the policy that is worth while. 
Debit men, I am sure, do not as a general rule 
appreciate the sacred trust that is really im- 
posed upon them. They may, of course, think 
about it, but I often wonder how many of them 
realize the fact that they are the instruments 
through which millions of dollars are handled 
daily, weekly and yearly, and the fact that so 
few turn “crooked” certainly speaks well for 
such a great army of financial men who are 
helping to accumulate the capital of the world. 
To every debit man. I would say: Account 
for every penny that passes through your 
hands. Be able to give an account of every col- 
lection made. Do not fail to enter the amount 
collected on your collection book and the pre- 
mium receipt book right at the time the money 
is received. Do not trust to your memory. Do 
it while it is on your mind. I have known some 
agents who would make their collections without 
their collection book, and then post them up 
when they got back to their office, but, strange 
as it may seem, they are now trying to do some- 
thing else, perhaps in the same slipshod man- 
ner. Always post your collection book in front 
of the policyholder, and that will make an im- 
pression on them that will not soon be for- 
gotten. They will know you are honest, and 
occasionally, it will not be out of place to make 
this remark: “Mrs. Brown, I just wanted you 
to see that our books correspond.” She will 
appreciate that fact more than you will ever 
know, and personally, in my own experience, 
I can point to at least a fairly good amount of 


business that has been placed on the books be- 
cause of such a method, and when I remark 
that an industrial man must be an honest one, I 
know that it is not a theory but a fact. Give 
it a trial. The second quality, also in the form 
of a question is this: 

Ambition is that which drives a man up. It 
neyer drives a man down. It is that compelling 
force within which takes possession of a man 
and spurs him on to greater accomplishments. 
I would not wart a man on my staff who al- 
ways wanted to he an agent unless he had some 
unusually big plans, like being the biggest and 
best debit builder with the company or some 
other laudable ambition which was worth while. 
But it has been my observation and I believe the 
same is true with most other insurance men 
that very few men make good who do not aspire 
to be something and to do something. Every 
time I see an applicant for a place with my 
company, I always ask him: “Do you want a 
place so you can ‘Go Higher’ or are you easily 
satisfied, and would you be willing to get in a 
rut and stay there? What are your plans? 
Tell me about them. How do you intend to 
accomplish them? Are you willing to pay the 
price—any price—any honorable price?” If he 
answers these questions properly, it will be no 
trouble to get a good line up on him as to 
whether or not he is ambitious. If he is not 
anxious to climb to the top in the business or die 
in the harness with his head up hill, I know that 
he is not the man to handle a debit. 


Is He an Ambitious Man? 


One of the best things I have ever seen to 
make a man really ambitious is to see his record 
climb. Suppose a man is building a debit, that 
is only, say $15. In a few weeks, he can see it 
rise to say, eighteen dollars, then to twenty, 
twenty-five, thirty and on up. He sees it so 
much this week, and on the same basis, can 
contemplate what it will be six months or a 
year from now. The same thing applies to or- 
dinary, at the beginning of each quarter. It 
begins and gradually rises, and as it does, his 
ambition is just naturally keyed up as he goes 
along. It is true that every great and command- 
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ing movement in the annals of the world is the 
result of some uncontrollable ambition, backed 
by a varied and never dying enthusiasm. This 
is true from the greatest scientific fact down to 
the debit man, who must have ambition, if he 
expects to make any headway. Nothing great 
was ever accidentally achieved. Success in life, 
as I have seen it, is the result of a carefully 
planned and properly fixed goal on the part of 
those who achieve success in this life. Go into 
the business with certain ambitions which you 
are determined to see realized. Go at each day’s 
work in the same manner. Determine to do 
something definite in the world of which you 
are a citizen, and let one of these things be to 
make the world a better place in which to live 
because you are here. You can not hold down 
a determined man, and the only thing we can 
usually do it to watch him pass us going higher. 

The third success quality, and which also is 
a question that must be answered is this: 


Does He Have Personality? 

Personality has been defined as that which 
distinguishes persons. In other words, what 
we recall about people we know or have known 
is their personality, or that part of themselves 
which they have so indelibly impressed upon us. 
Out with an agent on my staff a few days ago, 
we called at the home of one of his prospects, 
and before we left, she turned to me and made 
this statement which greatly impressed me: 
“Mr. Morton, my husband is not always in the 
best of humor when agents call, but I told him 
when your agent, Mr. Wilson, came, to treat 
him nicely, as he had impressed me as being a 
real gentleman.” And as I see it, that was 
merely a tribute to his personality. In other 
words, the thing that distinguished him from 
the average agent of any kind that she had met 
was that he was a real gentleman. When we 
left the home, I turned to my agent and made 
this remark: “Your success is assured, provided 
you live up to or rather acquire the other 
qualities necessary, because the insurance busi- 
ness is largely a matter of making friends and 
keeping them. Just keep on as you have started 
and be out here early and late and nothing can 
defeat you.” 

There are many things, of course, which en- 
able a man to have personality, and some of 
them are: Cleanliness. Dress well, but not 
loud. Do not impress people as being a “jelly 
bean,” nor as being a tramp or a beggar. Dress 
simple, if necessary, but by all means, be clean. 
Keep your trousers pressed, your hair cut, your 
nails manicured, your breath sweet, and your 
disposition always pleasant. The next is Or- 
derliness. Do things at the proper time. Never 
be haphazard even in going to bed. Have a 
system to go by, and gu by it. Always be on 
time. Learn when to meet appointments. Meet 
your other obligations likewise. 

The next is Politeness. Politeness costs noth- 
ing and is worth its weight in gold. Treat peo- 
ple nicely and they will return the same kind of 
treatment to you. Remember, it costs you noth- 
ing, but pays big dividends. The next is Sym- 
pathy. Learn to “rejoice with those who re- 
joice and weep with those who weep.” This 
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makes for personality, and should at least be in 
the religious and business program of every 
man. Many others could be added to the list, 
but it is unnecessary. 

The next and last to be mentioned in this 
particular article is also a question, as follows: 


Can He Stand Both Adversity and 
Prosperity? 

This is a double question, and as I see it, is 
indeed worth while. Some men cannot stand 
adversity, and as soon as they find themselves 
off the “draw” are ready to quit. And when 
they make up their minds to quit, they do so, 
without bearing in mind that they themselves 
are responsible for not being on the “draw.” 
It is, of course, realized that times come when 
things do not seem to be coming out as they 
should, but the man who makes good on the 
debit, will grit his teeth and smile right on 
through it in spite of all that may ever happen. 
Nearly every person is ambitious to succeed in 
the business. For success, heads ache, hearts 
pant, and hands work, every where and always. 
And whatever may be the motive or ideal, 
whether high or low, good or bad, the watch- 
word and the goal are usually the same— 
Success. But can the debit man stand adversity 
and hard times if necessary? If not, he had 
better get out of the business. And this re- 
minds me of a little poem by C. Mackay, which 
seems to “hit the point” so well: 


Though in the strife, thy heart should bleed, 
Whatever obstacles control, 

Thine hour will come, go on, true soul, 
Thou’lt win the prize, thou’lt win the goal.” 


The industrial insurance man must be able 
to stand adversity, and this reminds me of what 
Victor Hugo at one time said: “Those who live 
are those who struggle; are those whose high 
resolves fill soul and eyes; who, urged by 
noble destiny, ascend the slopes.” 

Then, Is He Able to Stand Prosperity? I 
believe it with all my being that more great 
men are great because of having suffered the 
privations of life because of adversity than 
through any other means. If you doubt that, 
read the biographies of all the great men of 
history and verify it for yourself. But, in every 
man’s life there should come a time of pros- 
perity. If it does not, there is but one conclu- 
sion to reach and that is that he has failed. 
Unless we can some day be better off financially 
than now, we are not making the headway that 
we need to make. But that dangerous period, 
that comes to every person who prospers is: 
“Will he be able to hold his head when pros- 
perity comes?” Prosperity is the making of 
some men and the un-making of many others. 
By “standing prosperity,’ I mean this: He 
must realize the source from which his success 
has been achieved. He must realize that since 
his efforts have been and are being crowned with 
success, that he is obligated more than ever to 
his company, his policyholders, himself and his 
family than ever before. He should bear in 
mind that the plans of success is harder, more 
consecrated, direction of his effort than ever 
before. The qualities mentioned here, I am 








sure, will, if properly adhered to, make a good 
insurance man out of any determined man, and 
a better one out of a good one. So, we close 
with this thought: 

If you have found your place, you are happy 
in it, and all your faculties will continue fo 
give their consent to your choice of the greatest 
business in the world. 


Prudential Notes 

Raymond V. Brauch was promoted to the po- 
sition of assistant superintendent of the Roch- 
ester No. 2 district on September 30, 1929. 

On Monday, September 23, a conference of 
Division N superintendents was held at Wash- 
ington, D. C., for the purpose of discussing 
plans for the remaining months of the year. In 
addition to the nineteen superintendents, As- 
sistant Secretary George W. Williams and 
Division Manager George W. Kirk were in at- 
tendance. 

In recognition of their earnest and loyal ef- 
forts, the following have been promoted to the 
position of assistant superintendents in the ter- 
ritory operated by Division N: Herman W. 
Few, Nashville, Tenn.; Winston C. Callon and 
Alexander P. Blumberg, Baltimore No. 2; 
Leonard J. Moeller, Tampa, Fla.; James F. 
Toner, Wilmington, Del.; Myer M. Stabinsky, 
New Orleans, La.; William C. Smith, Birming- 
ham, Ala.; Hugh H. Hayner, Charlotte, N. C.; 
Norman L. Jones, Baltimore No. 2, and Wil- 
liam W. Edwards, Miami, Fla. 

On Monday, October 7, Superintendent 
Thomas J. Huey took charge of the company’s 
Birmingham, Ala., industrial office. 

On September 17, Michael H. Carey, of Chi- 
cago No. 11 district, completed twenty-five 
years of service with the company and was pre- 
sented with the badge and locket emblematic of 
Class “E” of the Prudential Old Guard. Mr. 
Carey’s service dates from September 17, 1904, 
when he took up agency work in the Chicago 
No. 9 district. 

Division B takes pleasure in announcing the 
opening of a new district known as Brooklyn 
No. 16 with James W. Branigan as superinten- 
dent. Mr. Branigan has been with the company 
a comparatively short time, entering our service 
October 30, 1922, as agent, in the Hempstead, 
L. I. district. 

For the week of September 9th, Agent Paul 
R. Dagenais, of the Montreal No. 1, Que., dis- 
trict, was credited with a group insurance case. 

The St. Catharine’s district, in charge of Su- 
perintendent D. Corral are gradually reaching 
the top in ordinary net increase per man. They 
are now ranked 11th in the company. 

George Bisaillon was appointed an agent in 
the Montreal No. 3, Que., district, on March 1, 
1926. On September 9, 1929, he was advanced 
to the rank of assistant superintendent in the 
same district. During his period as agent he 
was one of the leading ordinary writers of 
Canada. 

William A. Alexander, who is superintendent 
of the Kingston, N. Y., district, recently com- 
pleted thirty-five years of service and is now 
entered in Class “G” of the Prudential Old 
Guard. 
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Ayers Endorses New Disability Plan 


President of American Life Convention Condemns “Partial 





Disability” Underwriting by Life Companies 


in Annual Convention Address 


ance under the total and permanent dis- 

ability permission by life insurance com- 
panies was roundly condemned by President 
Clarence L. Ayres, of the American Life Con- 
vention in Cincinnati in his annual address be- 
fore that organization yesterday. He pointed 
out that more than twenty million dollars was 
lost in the field of disability insurance last year 
and declared this condition to be an injustice to 
stockholders of stock companies and “even 
more indefensible in the case of mutual compa- 
nies where the old policyholders must stand the 
burden of such losses. 


Ts writing of partial disability insur- 


In opening the twenty-fourth annual con- 
vention at the Hotel Sinton, President Ayres 
first reviewed the splendid progress achieved 
by the convention saying that the organization 
was composed of the strongest and most repre- 
sentative life companies of the country. Among 
the innovations he credited to the American 
Life Convention he listed the writing of non- 
medical insurance; the modified preliminary 
term method of reserve valuation and the adop- 
tion of standard provisions for life insurance 
policies by several States. 

The establishment of the various divisions of 
the convention also pointed out as a forward 
looking movement. President Ayres mentioned 
the Legal Section, the Medical Section, the In- 
vestment Section, the Agency Section and the 
Home Office Management Section, all of which 
have contributed much to the efficiency of 
economic administration. 

In discussing the matter of total and perma- 
nent disability Mr. Ayres said: 


Total and Permanent Disability 


“More than twenty years ago, premium 
waiver disability was introduced into American 
life insurance, followed a little later on by pre- 
mium waiver and income ‘total and permanent’ 
disability. Department of insurance of many 
States demurred considerably at this innova- 
tion. The position was taken by the commis- 
sioners and departmental actuaries that this was 
a form of sick and accident insurance, and that 
many of the companies had no authority under 
the law or within their charters to write this 
form of coverage. The contention of the com- 
panies, however, prevailed, that this was not 
health and accident insurance in that it was only 
intended as a form of coverage for ‘total and 
permanent’ disability, wherein the insured would 
be thereby prevented for life from pursuing any 
and all gainful occupations, and that it would 
in no way take the form of partial disability 
coverage, and that this field lay properly with 
the health and accident companies, chartered 
and legally licensed to do this class of business. 
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The argument seemed both fitting and logical 
to the commissioners, and the laws of many of 
the States were amended so as to permit this 
very modest and mild mannered child to enter, 
the legislation taking the form of permitting the 
life companies to waive premiums and grant an 
annuity in the case of ‘total and permanent’ 
disability of the insured. It was not long, how- 
ever, until under awesome but false leadership, 
some of the companies began to write what 
amounted to a ‘partial disability’ coverage un- 
der this ‘total and permanent’ disability permis- 





There is no more sacred trust than 
that of life insurance. No man who is 
not an idealist and who is not willing 
to accept both in letter and spirit the 
full moral and legal responsibility of 
trusteeship has any right to be in this 
business. 

I firmly believe that the stock plan 
is a sound basis of conducting a life 
insurance company. I believe the in- 
vestment of private capital for profit 
in private business is the American 
plan of doing business to which this 
Nation is committed. I do believe, 
however, that stock jobbery in the life 
insurance business is sacrilege. I be- 
lieve that every member of this con- 
vention should do everything within 
his power to stamp out the speculative 
aspect of stock manipulation in our 
business.—Clarence L. Ayres. 











sion. This partial disability first took the form 
of a ‘waiting period,’ and the clause was so 
framed as to make disability for a definite 
period of time conclusive evidence of ‘total and 
permanent’ disability. There would seem to 
be no just reason why early effect should not 
be given to a legitimate claim for ‘total and 
permanent’ disability benefits, but to say that 
any period of time should be conclusive measure 
of total and permanent disability puts this 
benefit clearly out of the total and permanent 
class. A man may be ill, or he may have an 
injury, the effects of which would last for a 
priod of time, that would not of necessity be 
‘total and permanent’ disability within the mean- 
ing of either the law or the contract of in- 
demnity. Some of the companies apparently 
are not even now satisfied with the introduction 
of this wastefully uncertain partial disability 
featuer into life insurance policies, for within 
the past few months a company has come 
forward with a partial disability clause that 
sets up the loss of seventy-five per cent of a 
man’s earnings as conclusive proof of ‘total 
and permanent disability.’ I do not believe that 
under the law, life insurance companies as 
such can lawfully write partial disability of 


this nature. It certainly was not contemplated 
by either the legislative enactment authorizing 
this coverage, nor by representations made to 
the insurance commissioners at the time ‘total 
and permanent’ disability was originally ad- 
vocated. 


Rates and Reserves 

“Competition in this field has not been re- 
stricted to liberality of benefits, however. The 
extension of the field covered by the clause has 
not in all instances been accompanied by cor- 
respondingly increased rates and reserves. The 
rates and reserves may be substantially ade- 
quate for ‘total and permanent’ coverage, but 
are woefully inadequate in many companies for 
the form of partial disability benefit some of 
the companies are granting. As a result, the 
losses suffered by life insurance companies in 
this experimental field have amounted, during 
the last year, to more than twenty million 
dollars. This is an obvious injustice to the 
stockholders of stock companies, on the one 
hand, and is even more indefensible in a mutual 
company, where old policyholders must stand 
the burden of such losses. 

“Life insurance as such is an exact science. 
Its coverage should be restricted to known 
quantities. The matter of adequate rates and 
reserves for every benefit contained in the 
policy is paramount. When the companies first 
began to write ‘total and permanent’ disability, 
they adopted rates and reserves which have 
substantially proven themselves to the com- 
panies that stuck to ‘total and permanent’ dis- 
ability coverage. 


Origin of Plan 

“During the past year the superintendent of 
insurance of the State of New York practically 
issued an ultimatum to the companies in his 
State to the effect that if they did not correct 
practices within this field, the insurance de- 
partments of the country would accomplish 
the result by coercion. 

“As a consequence, a committee of company 
actuaries representing companies operating in 
New York, met and evolved a plan for keeping 
the total and permanent disability feature of 
the life insurance business within due bounds. 
Their report constituted a compromise, and per- 
haps does not meet the exact view of any in- 
dividual company, but it seemed the only com- 
mon program which could be agreed upon at 
the time. It purports to provide that total 
and permanent disability benefits shall only be 
granted to policyholders who are in fact ‘totally 
and permanently’ disabled. However, the 
proposed standard clause provides a four 
months’ waiting period as evidence of total 
and permanent disability. Needless to say that 
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under this plan many partial disability claims 
will have to be paid, and the matter of adequate 
rates and reserves again becomes one of para- 
mount importance. Therefore, at the instance 
of the executive committee of the American 
Life Convention, the secretary and general 
counsel of this Convention drew an amend- 
ment to the committee report as follows: 


In connection with the proposed standard 
provisions, we believe that an adequate re- 
serve basis, graded according to the waiting 
period, should be made compulsory. 


Amendment Accepted 


“This amendment was accepted by the com- 
mittee and unanimously adopted by the Com- 
missioners’ Convention in Toronto, and doubt- 
less had much to do with the adoption of the 
committee’s report. The officers of your Con- 
vention recognize that any plan of standard 
provisions for disability benefits which does 
not carry with it adequate net premiums and 
reserves would only again result in substantia! 
losses to the stockholders and policyholders of 
the companies. Personally, I have been opposed 
to a waiting period, or any definition of total 
and permanent disability, other than that 
originally contemplated by the law, and written 
into the policies, wherein the insured is ‘totally 
and permanently disabled and will be thereby 
for life prevented from pursuing any and all 
gainful occupations.’ I believe this clause to 
be within the meaning and intent of the statute, 
and the advocacy of ‘total and permanent’ dis- 
ability coverage in the original instance. It 
has been argued that the courts have given 
somewhat more liberal construction to the 
clause than its exact wording would seem to 
permit, but a digest of the cases shows the 
tendencies of the courts to be along the line 
of greater understanding and fairer interpre- 
tation. In view of these facts. for the com- 
panies to rush headlong into unknown and 
untried fields with this benefit, without regard 
to adequate premiums and reserves for the 
coverage, is foolhardy in its inception, and 
nothing short of criminal waste of policyhold- 
ers’ funds if persisted in. I do not believe the 
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commissioners of insurance of the several 
States should longer permit the companies to 
extend this benefit beyond the ‘total and per- 
manent’ phase permitted by law, and that if 
adequate rates and reserves are not provided, 
and the companies persist in writing ‘partial’ 
disability under any guise and by any formula, 
when the law so clearly states the coverage 
shall be confined to ‘total and permanent,’ [, 
for one, should be in favor of abandonment 
of the field by departmental rulings, or where 
necessary, by legislative enactment.” 

That the life insurance companies of America 
are overburdened with taxation was a statement 
made by the speaker in discussing Federal 
Taxation. He reviewed the enactment of the 
first Federal income tax law and concluded 
by declaring: 

“T believe that the life insurance companies 
of this country already carry too high a tax 
burden. American life insurance companies 
pay to the State and Federal government an 
aggregate tax in excess of ten per cent of their 
investment income, and this must ultimately be 
borne by the policyholders. A case in point in 
the relative taxation of life insurance to that 
of other corporations in this country lies in the 
fact that while all taxation of individuals, cor- 
porations, ‘and so forth, is relatively higher in 
England since the war than in this country, 
the fact remains that American life insurance 
carries a heavier relative burden of taxation 
than do similar companies in England. 


Opposes Increase 


“In the present Federal income tax law, com- 
panies using three and one-half per cent as a 
basis of reserves are accorded an exemption 
of one-half of one per cent over and above 
their reserve requirements, while companies 
using three per cent as an interest basis for 
improving their reserves receive a full one per 
cent exemption. I do not believe that the 
younger companies using three and one-half 
per cent as a reserve basis should be thus 
discriminated against, and I am and will remain 
permanently opposed to any formula calculated 
to increase the Federal tax of life insurance 
companies, which does not carry with it an 
equalization, for future taxation at least, of 
this discriminatory provision of the old law. 

“I believe, therefore, that the life insurance 
companies of this country should take a firm 
stand against any increase of tax in any guise 
and by any formula. I believe, however, that 
if the income tax, as it affects life insurance 
companies, is to be changed, over our protest 
and despite our efforts, and in face of the 
logical arguments which can be made against 
it, the inequities and discriminations in the 
present law should be ironed out, in justice 
to the companies using three and one-half per 
cent interest for improving their reserves.” 

The strong views of President Ayres on 
the subject of stock manipulations is set forth 
in the displayed paragraphs at the beginning 
of this article. He supplemented the statements 
set forth by saying “Fortunately, the men or 
groups of men in control of the companies have 





full appreciation of both their moral and legal 
responsibility.” 

Continuing his review of outstanding devel- 
opments of the past year Mr. Ayres discussed, 
briefly, investments, interest and mortality, 
aviation and the convention sections. He thanked 
the officers of the various sections of the 
convention for their fine co-operation and 
stressed the importance of the work of these 
divisions. 

The president reviewed the incidents leading 
up to the selection of Judge Byron K. Elliott, 
of the Superior Court, at Indianapolis, as suc- 
cessor to Claris Adams, who has resigned as 
general counsel and manager of the convention. 
He said the committee in charge of the selec- 
tion was well convinced that the new appointee 
would in every sense measure up to the job 
and told why the additional office of secretary 
was created. 


Vice-Pres. Russell Honored by 
Phoenix Mutual Agents 

In honor of Winslow Russell, vice-president 
of the Phoenix Mutual Life Insurance Com- 
pany, Hartford, Conn., who has just completed 
twenty-five years of service with the home 
office, the entire field force under the instiga- 
tion and leadership of a committee selected 
from their own ranks united during the two 
weeks’ period of September 16 to 30 in a “Silver 
Jubilee” campaign to produce a record volume 
of business. Eager enthusiasm greeted this 
campaign which went forward, upward, and 
over the top, its final two weeks’ total of 
$5,816,808 exceeding by $135,000 the issue of 
any equal period in the history of the com- 
pany. The best previous September. on record 
was also eclipsed by $100,000. 

Six Millions Increase 

The Missouri State Life Insurance Com- 
pany continues to show a consistent upward 
trend in written production, with a total volume 
of $32,373,496 ordinary and group business 
written during the month of September, 1929. 
This is an increase of nearly $6,000,000 over 
the same month in 1928. 





| SESE AMER! oF CRO STR 


UNQUESTIONABLY 


We have the finest disability contracts 
available today. A full line of non- 
cancellable, non-medical and other at- 
tractive policies. 

Some good territories may be had in 
Michigan, Pennsylvania, Indiana, II- 
linois, Missouri and California. 
Inquiries invited from underwriters 
who know the best. Liberal contracts 
to producers. 


INCOME GUARANTY COMPANY 


Income Building 
SOUTH BEND, INDIANA 


Stock Company, Authorized Capital, $1,000,000 
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Selling Life Insurance To Women 
A New Class of Unsolicited Prospects With Millions 





to Spend for Life Insurance, and With 
Needs as Real as Those of Men 


One of the most interesting talks of the 
Washington convention was Miss Dietzler’s 
discourse on Selling life insurance to women. 
She explained how she has been able to keep 
up an app-a-week record for the past five years 
and incidentally suggested new selling avenues 
to the second hundred billion salesman: 


SPECIALIZE in selling insurance to 
I women because I enjoy working with them, 

find less sales-resistance,. and women as 
a general rule are more careful with money 
than men, and are looking for a safe and sound 
means of saving. They won’t take the chances 
in investing their money that men will, so life 
insurance, as an investment, appeals to them. 
Women are by their very nature more saving 
than men. 


Three Classes of Prospects 

There are several classes of prospects among 
the women. In the first class we will put 
married women of the home, those are the 
least desirable prospects. 

Second is the married or single woman 
employed in an office. She is a little better 
prospect. 

Third the small class, the business or pro- 
fessional woman. In this class I put such 
people as trained nurses, school teachers, doc- 
tors, lawyers, and women executives, also ones 
who have their own business. These are the 
best prospects for life insurance because they 
have greater needs for it. Everyone is an 
excellent prospect for a clean-up fund. 

The basic idea of life insurance when it 
was Originated was to supply enough money 
to bury the person who had died. The Roman 
Collegian was originated for the purpose of 
raising a contribution to take care of anyone 
who died. This was the original thought on 
life insurance. From that there was an evolu- 
tion which finally made society conscious that 
a man at his death should not only have enough 
money to bury him, but should also have enough 
to pay his worldly debts rather than to saddle 
his family with the burden. This we will call 
the clean-up policy. 

After I have come to the clean-up policy, 
there are other needs such as educational in- 
come for the family, etc. Of course these 
additional needs are not the problems of the 
women but of the men. To get back again 
to the clean up fund, isn’t it true that a 
woman should have enough money to pay her 
worldly debts when she crosses the horizon as 
well as a man? 





.* Address delivered at Washington convention of 
Life Underwriters Association. 
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To illustrate that, take the average salaried 
girl who comes from a family of moderate 
or poor circumstances. Her death immediately 
throws upon the family a financial burden. 
It is not an easy matter for even the family in 
good circumstances to raise four or five thou- 
sand dollars in cash without notice. It is a 
tremendous task for the family in poor or 
moderate circumstances. Is it not fair then 
for this girl to lay aside only a few dollars 
a year to eliminate what may be a fatal financial 
blow to her family resulting in desperation, 
unhappiness, and poverty. 

The very same problem confronts the young 
married woman and the young married man. 
As life underwriters, we stress to the young 
married man the importance and necessity of 
carrying sufficient life insurance to take care 
of the Clean Up Fund and to leave an income 
to the wife, or at least until the children reach 
their majority, but we have too often neglected 
showing the wife the importance and necessity 
of leaving a. Clean Up Fund in favor of her 
husband in the event of her death. Would it 
not be a most difficult task for the young 
husband to confront, should his wife die leaving 
him not only bereft of his mate but leaving 
him also with a number of bills covering the 
final expenses which must be met. To such 
a young man, four or five thousand dollars 
would represent a saving of a decade. If there 
are children, then the burden and hardship is 
passed on not only to the husband but to the 
children as well. 





Miss Emma H. Dietsler 


It may result in their being brought up in 
poorer surroundings and having to be deprived 
of the things they might have enjoyed had 
their parents lived: 

There still remains a small prejudice on the 
part of a good many women to having their 
lives insured but if the proposition is pre- 
sented to them in the manner described, this 
attitude will seem just as selfish and erroneous 
as is the attitude of the married man who 
refuses to buy insurance because he does not 
wish his wife to have it by his death or to 
marry again because he left her insurance 
money. The average man and the average 
woman must be made to realize that this is 
a very selfish attitude to take. In the case 
of single women they should think of their 
parents and in the case of married people, 
their children. It is therefore my conviction 
that every woman, married or single, has a 
duty and obligation to carry sufficient insurance 
to provide a Clean Up Fund at her death. 


Best Class of Prospects 

The business and professional woman who 
is the best class of prospect has exactly the 
same need for insurance as the man. Business 
bequest and inheritance tax insurance, and in 
some cases endowment and mortgage insurance 
are needed to fulfill a life program for the class. 

These phases of the life insurance profession 
are familiar to you all and have been covered... 
by other speakers, far more capably than L . 
could hope to do, for when these needs are 
presented the sale is made on the same basis 
as would be a sale to a man in a similar 
position. This class of women really falls into 
the category of larger buyers of life insurance. 
The increasing freedom granted to women has 
brought them more and more into the pro- 
fessional world. The number of women with 
large incomes and big estates is daily increasing. 
This type of woman prospect naturally is the 
most desirable from an insurance standpoint. 
Not only will she have life insurance needs 
beyond the Clean Up Fund, but she will be in 
a position to buy larger policies and she will 
have been educated to.a higher degree as re- 
gards the value of insurance than will her 
sister house-wife and salaried employee. 

Even though this. class of prospect is more: 
desired from the underwriter’s standpoint, the 
other class. of prospect, though financially less: 
satisfactory, humanely gives the underwriter: 
greater peace of mind and contentment for this 
class has the greater need: of insurance. The’ 
business and professional woman would prob-:' 
ably have acumulated a material estate which 
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makes the basic need of life insurance less 
than of our house-wife or salaried employee 
who has never accumulated any material estate. 

There are two factors that I haven’t touched 
upon, namely: Disability and pension or Re- 
tirement Fund. The disability I shall touch 
on only lightly. The need of the disability 
agreement is just as great in the case of the 
business and professional woman and salaried 
employee as it is for a man similarly situated. 
To the single woman one added argument that 
may be presented is that she may not be able 
to get it once she is married. 

Old Age Income has been stressed by life 
insurance companies and life underwriters as 
one of the blessings offered the insured and I 
believe that too much importance cannot be 
attached to this feature of the business. I do, 
however, believe that a great mistake has been 
made and is being made today by the average 
insurance company and the average life under- 
writer in selling women, and that is to speak 

of Funds for old age. There isn’t a woman 
in the land who cherishes the thought of old 
age. It is my belief and experience bears me 
out in this—the average woman does not like 
to contemplate the sunset days of her life. 
Is it not much more appealing to talk of our 
Old Age Income in terms of a Retirement 
Fund? It has been my experience that the 
average girl, until she realizes she is thirty, 
is not interested in income insurance, for in 
an overwhelming majority of cases she feels 
that this need will be eliminated by marriage. 


The Best Appeal 


The chief appeal to this class of prospect 
lies in a co-savings fund to mature in a period 
from ten to twenty-five years in the future 
wih, of course, the ever present need of 
a minimum Clean Up Fund. It has been my 
experience that a single girl before the age 
of thirty is interested primarily in the Endow- 
ment form of insurance, ranging from ten to 
twenty-five year endowments. The size of the 
sale will, of course, be governed by the earning 
capacity of the girl but the sale can be ma- 
terially increased if the minimum Clean Up 
Fund is commercially sold. Many prospects 
in this case would in normal cases buy one 
or two thousand and can be induced to buy 
from four to five if the need for a minimum 
Clean Up were properly stressed.. The primary 
consideration in a sale of this ‘type of girl, I 
believe, is a minimum Clean Up Fund and 
secondary the savings need. I believe that 
larger policies would be sold and that we would 
hav emore satisfied policyholders if we sold 
insurance on this basis. 

With maturity, the single woman becomes 
more concerned with her future. At the age 
of thirty she has probably made up her mind 
quite definitely whether she will marry or 
remain single. Of course it is always a woman’s 
prerogative to change her mind. She is also 
by this time quite distinctly launched on a 
career. Naturally her thoughts will turn to 
that time in life when she will want or will 
have to retire from the business or professional 
world. 
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It is my experience that the Retirement 
Plan of insurance appeals more strongly to this 
type ofwoman than it would to a man in similar 
position. First of all, she will probably think 
more seriously of the future than would a man 
of the same age. To him the world still 
beckons to be conquered. Furthermore, the 
average woman will have had less experience 
in investing than will the average man. She 
will have less illusions on the ease with which 
fortunes may be made over night by a single 
speculation. She will appreciate a sound in- 
vestment plan to a greater extent. As a matter 
of fact, she will probably have less opportunty 
to build a material estate. Finally, this woman 
as a prospect for a Retirement Plan will 
prove true to the instincts of her sex. 

Systematic savings guarantee principal and 
interest, relief from worry and dangers of 
investment and speculation. A concrete, well 
thought out, guaranteed savings method leading 
to a Retirement Fund—all of these factors will 
be more appreciated and more favorably re- 
ceived by our women prospects than by our 
similarly situated men prospects. 


Women Like Retirement Plan 

I have tried to give you briefly the im- 
pressions and ideas which have been indelibly 
stamped in my mind over a six year period 
in selling life insurance to women. There are 
some other factors that I have not touched 
upon and perhaps I should have. It is my 
belief that the average woman who has been 
well sold on a Retirement Plan is more con- 
scientious in keeping up her insurance than 
the average man. 
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I am fully convinced that the average woman 
who has once been sold in much more appre- 
ciative of this service and she will almost 
always send you on to her friends. I can 
safely say that 90 per cent of the lives written 
by me have resulted from recommendations 
from my policyholders. I have often had 
as many as eight or ten names given me. It 
seems to me, therefore, that the endless chain 
method of prospecting is by far the most 
suitable where women are concerned. 


Who Buys Big Policies? 

The Lincoln National Life Insurance Com- 
pany has made a list of the occupations of buy- 
ers of insurance policies of $10,000 and larger 
for the month of June, 1929, and has suggested 
this list to its agents as pointers to fields 
where large size policies may be written. The 
list included 33 salesmen, 22 merchants, 17 
office managers, 15 factory owners, 11 con- 
tractors, 10 bankers, 9 superintendents and fore- 
men, 8 doctors and professional men, 8 clergy- 
men and teachers, 6 managers of garages and 
warehouses, 5 hotel managers, 4 editors and 
publishers, 4 lawyers and judges, 4 wholesale 


dealers. In addition, there were a considerable * 


number of vocations which included 3 or less 
comprising aviators, florists, electroplaters, elec- 
tricians, motormen, undertakers, veterinarians, 
abstractors, dry cleaners, and others. This is 
at least a good prospecting tip because others 
of the same vocation might be good prospects 
for big policies. 
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GETTING CASH PREMIUMS MOST DESIRABLE 
In THE SPECTATOR of September 12, there was printed one of the cartoons by 
Marvin C. Mobley, in which a picture was presented of an insurance agent dressed in 
rags, who was too confident as to the literal meaning of the expression that a life insur- 
ance agent requires no capital, and, placing too much credence in that statement, had 


made a failure. 


In the crtoon herewith, the desirability of an agent having some capital to back 
him in his early days in the business is further emphasized, and the bad effects of accept- 
ing notes instead of cash, in payment for premiums, is also accentuated. 
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Frank Talks with Industrial Agents 


High Arrears: Poor Collection Methods Lead to Lapses 





and Decrease; or, the Right Methods Save 


Agent. I came around here to collect your 
insurance. Your wife has been carrying it 
four weeks in arrears for nearly a year. I 
know you have left the money with her to 
pay the premium, but she spends it for some- 
thing else, and — 

Policyholder. No such thing. 

Agt. Well anyway, your insurance is four 
weeks in arrears, and you have got to pay it up. 

P.H. I can’t pay it up. 

Agt. Why can’t you pay it up? Your policy 
contract calls for you to keep it paid up even 
every week. , 

P.H. I can’t help that. I’ve been working 
short time this week, and I can’t pay anything 
now. 

Agt. Well, you can come around to the 
office by Saturday, and pay it up, or I’m going 
to put your business on the lapse sheet. 

P.H. I don’t care if you do. 

The result of such methods is a lapse. The 
policyholder is thoroughly disgusted by the 
agent’s gruff manner. Perhaps he has left 
the money to pay the premium, but he doesn't 
like to be reminded that his wife was careless. 
He is in financial straights because he is not 
working full time, and he could not pay off 
the entire amount of arrears if he were so 
inclined. He has no idea of calling at the 
office, because he knows the agent is paid to 
come to his home. He lapses his insurance, 
and takes new insurance with another agent 
and in another company, because he realizes 
the need of protection, and would not be with- 
out it. 

The agent stands the lapse. Because times 
are hard, he has a small writing that week, 
makes a decrease, and draws no special salary. 


Another Way 

Agent. Good evening, Mr. Policyholder. I 
came around to see you tonight, because it has 
been hard for Mrs. Policyholder to meet her 
payments. 

Policyholder. (Irritably) I don’t see why. 
I’ve been leaving the money every week to 
pay the insurance. 

Agt. (Politely) I know you have, but I 
guess I must have been late sometimes. (He 
knows he has been punctual every week. He 
is merely trying to avoid unpleasantness.) 
Anyway, I wanted to-see you and explain about 
your policies. You know they provide for 
you to keep the premiums paid at least up to 
even date, and you now owe four dollars. 

P.H. I can’t pay that much money. I’ve 
been working short time. 


October 17, 1929 
THE SPECTATOR 
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Agt. Yes, I know you have, and I am very 
sorry you are not working full time, but if 
you can possibly spare two dollars this week, 
it will cut down those arrears. Don’t you 
think you can let me have two dollars tonight? 
You know if anything happened, we would 
want to send in the claim with your account 
in good shape. 

P.H. Well, I might let you have two 
dollars. 

Agt. Yl certainly appreciate it if you will, 
Mr. Policyholder. Thank you. Give me your 
book, and I’ll mark it right up. Now, if you'll 
save two dollars for me next week, and two 
the week after that, it will put your insurance 
in fine shape, and then I’m sure Mrs. Policy- 
holder will have no trouble in meeting the 
payments. I'll drop by next Saturday night 
after you have got your pay. Thank you. 
Good night. 

Of course, it is inconvenient for the agent 
to call Saturday night, but he knows this is 
the one way he can get the money when the 
family has it. He knows, too, that he is abso- 
lutely guiltless of the fact that this insurance 
has been running in arrears, but he doesn’t 
mind using a little diplomacy and showing a 
little tact. He has made a friend out of the 
policyholder, and he has strengthened the hold 
he has on the family. The policyholder’s wife 
appreciates his consideration for her. 

Even if he has a small writing that week, 
due to the depression, he is able to make an 
increase, and draw his special salary, because 
he did not have a large lapse. 


Watching Arrears 

High arrears are the forerunner of heavy 
lapses. Every case on the collection book 
showing high arrears will repay careful study. 
To reduce them may involve back calls at 
inconvenient times, but this evil cannot be 
eliminated altogether. 

A careful study of the various pay days 
in town will help. If the agent will take note 
of these pay days, and will call on his policy- 
holders at the right time, he can frequently 
get money which it would be impossible for 
him to collect the following Monday or Tues- 
day. 

Above all, be tactful. This does not mean 
letting the policyholder down easily. It does 
not mean that the agent must promise to come 
back any old time, and keep on coming back, 
but it means a courteous explanation of the 
policy requirements. It means showing the 
policyholder that it is to his advantage to keep 
the insurance paid up. 


Most modern industrial policies provide that 
the disability and double indemnity benefits will 
not be granted if a policy is more than four 
weeks in arrears at the time claim occurs, re- 
gardless of othér equities in the policy. An 
explanation of this fact will save the agent the 
embarrassment of positive refusal to carry ex- 
cess, which policyholders unfortunately ask and 
expect at some times. 

Vigilance and tact—this is the price the agent 
has to pay for keeping his arrears down to: 
minimum, but if he is willing to pay this price,. 
he can usually make a creditable showing, re~ 
gardless of conditions. j 


The Value of Business Insurance to 
the One-Man Business 
1. Business Insurance upon the life of the 
proprietor of a “one-man” business indemnifies 
his family at his death for the good-will lost 
to the business by his departure. 


2. Business Insurance furnishes cash with 
which the family of the deceased proprietor 
may continue the business until it can be sold 
at a fair figure. 


3. Business Insurance furnishes cash with 
which to employ professional help in the col- 
lection of “accounts receivable,” which always 
become hard to collect at the death of a pro- 
prietor. 


4. Business Insurance furnishes immediate 
cash at the death of the proprietor with which 
his family can pay his business debts. With- 
out this cash, the business will either have 
to be sold at a tremendous sacrifice, or,‘ if 
continued, it will generally be almost impossible 
to raise enough cash otherwise to pay the 
creditors whose demands have become insistent 
just as soon as they learn of the proprietor’s 
death. 


5. Even if the family continues to run the 
business after the death of the proprietor, it 
will be necessary to hire some one to take 
the place of the deceased. Thus the income 
to the family from the conduct of the business 
is bound to be reduced by at least the salary 
of the new helper. Business Insurance would 
offset that reduction it income. 

6. Even during the life of the proprietor, 
a Business Insurance policy will furnish an 
immediate available cash reserve in the Loan 
Value, with which to take advantage of busi- 
ness Opportunities requiring immediate action. 
—The Leader. 


—tThe Pilot Life Insurance Company of Greensboro, 
N. C., recently appeinted A. R. Harper general agent 
at Gainesville, Fla. 
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HE warning signs, “Stop, 

Look and Listen,” ‘have 

become merely a part of 
the roadside landscape to many an 
automobile driver. Heedlessly he 
passes ten, twenty—perhaps fifty 
of them—safely. At the fifty-first 
comes the crash. 


Last year 8,383 persons ‘were 
killed outright or injured in auto- 
mobiie accidents at grade crossings 
in the United States. There are 
about 235,000 grade crossings in 
the country; more than 93% -of 
them are unprotected. 


With millions of new automobiles 
on the roads each year, accidents 
at grade crossings are increasing 
at an alarming rate, for the reason 
that most of the States have no 
organized program for protecting 
‘motor traffic which must cross 
railroad tracks. 


New York, under ‘wise leadership, 
thas shown how to solve the prob- 
lem. Before the Empire State 
adopted her present plan, but to 
crossings a year, On an average, 
were done away with. This year, 
the first in which the railroads, 
the State and communities have 
co-operated—the railroads paying 
50% of the cost, the State 49% 
and communities 1%—85 death- 
traps are marked for immediate 
wemoval. Next year New York 
thopes to eliminate 150 more of 
its worst danger spots. 





Other States are becoming aroused 


to this terrible and needless de- 
struction of life and property and 
are taking steps to prevent it. 
Canada, too, is taking .action. 


it will require many years to com- 
plete the work. It is estimated 
that it will ultimately cost twelve 
billions of dollars. But what rail- 
roads and States and communities 
ought to do is to begin at once 
with those grade crossings which 


should be abolished first. 


Grade crossings are dangerous not 
only to automobilists and pedes- 
trians, but to people who are 
traveling on trains. The first 
section of a limited train struck an 
automobile and killed two persons. 
The train stopped and the second 
section plunged into it, killing 
thirty-two passengers in the first 
section. 


Wherever the law provides facil- 
ities for eliminating grade cros- 
sings, citizens should see that 
public officials perform their duty 
and abolish these death traps. 
Wherever the laws must be 
amended, people should meet the 
issue squarely and urge prompt 
action by legislative bodies. 


There is a danger at every grade 
crossing. Get rid of them. Copy 
of New York's progressive pro- 
gram will be mailed free on re- 


quest. Address, Department 


. TOSPo. 





METROPOLITAN LIFE 


REDERICK H. ECKER, President 


INSURANCE COMPANY 


ONE MADISON AVE., NEW YORK, N. Y. 


SEDER TDR 








A YEAR OF 
SIGNIFICANT PROGRESS 


Proportion of Term 
Insurance Written 
Reduced from 


20” to 8% 


in 1928 








HOME LIFE INSURANCE COMPANY 
OF NEW YORK 








ETHELBERT IDE LOW, 
President 


JAMES A. FULTON, 
Agency Vice President 











A POLICY YOU CAN SELL! 


Our Company offers complete protection 


$5,000 
ALL IN ONE POLICY 


Petry Mattel Goat. o..0. wn nis vse cuwenre 
Any accidental death. ...........ccccccecce 10,000 
Certain accidental deaths.................. 15,000 
Accident Benefits $50 per WEEK 
for fifty-two weeks. 
$25 per WEEK thereafter 
Disability Income, Waiver of 

Premiums, etc. 
Also $5,000 “Preferred Risk” Policy—high value— 
low premiums; age 35, $19.91 per $1,000. Endow- 
ment age, 85—Juveniles, age 10 years and upward 
—Monthly Income—Non-medical. 
Insures and assures your client’s future and yours. 
Are you interested in an agency? Our Vice-Pres- 
ident, Eugene E. Reed, will tell you all about it. 
Write him direct—and directly. 


UNITED LIFE 
AND ACCIDENT INSURANCE CO. 


Concord, 
New Hampshire 


























INQUIRE! 
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Insurance Without Examination 


An Analysis of the Experience of One Company Over 


a Four Year Period—Actual Results and 


How They Were Obtained 


By FrANKLIN B. MEAD 


Vice-President, Lincoln National Life Insurance Co. 


ed at the twenty-fourth annual meeting 

of the American Life Convention at Cin- 
cinnati this week was the discussion of Non- 
Medical Insurance, by Franklin B. Mead, vice- 
president of the Lincoln National Life Insurance 
Company, Fort Wayne, Ind. The conclusions 
presented in the paper were supplemented by 
extensive tabular matter at the meeting, but the 
substance of the experience may be gleaned from 
the following: 

“The Lincoln National Life Insurance Com- 
pany began the writing of insurance without 
examination on individual risks, aside from the 
so-called Salary Savings or Salary Allotment 
plan, in Feb., 1925, about four years after it was 
first undertaken by the Canadian companies. At 
that time there were only one or two compa- 
nies on this side of the border engaging in this 
practice, and the limit of insurance accepted by 
the Canadian companies without é¢xamindations 
was only $2000. The Lincoln National began 
with a limit of $3000 on twenty-year endow- 
ment and more expensive plans, and $2500 on 
plans less expensive than twenty-year erdow- 
ment, including term plans. The innovation of 
the larger amotmnt was adopted under a mild 
protest from one or two Canadian friends. Later 
the limit of $3000 was established on all plans. 
There is no intention of increasing the limit 
beyond $3000, for the reason that the company 
desires to have its examiners have sufficient to 
do to keep them’ interested. 


O NE of the most searching papers present- 


Acceptable Applicants 

“While single employed women and students 
are eligible on this plan, married women and 
widows have never been so accepted nor are 
foreign-born male applicants, with the excep- 
tion of those of the Anglo-Saxon race. The 
age limits have always been from five to forty- 
five, inclusive. 

“The privilege of the plan is not extended 
to those agents whose general type of business 
is not deemed to be satisfactory for this pur- 
pose, or who have not conducted their previous 
business in a satisfactory manner from an un- 
derwriting point of view. Before a new agent 
is permitted to use the plan, previous satisfac- 
tory experience is required covering at least ten 
examined cases. The territory involved is also 
carefully considered and the business in large 
Cities is also confined to applicants from the bet- 
ter families and from the better type of en- 
vironment in order to eliminate the industrial 
type. 

“Before adopting the procedure of non-medi- 
cal insurance, which was done gradually, State 
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by State, an analysis was made of a portion of 
the business received during the year 1924 in 
the first three States in which we inaugurated 
the plan—Minnesota, Michigan and North Da- 
kota. These States were selected for the rea- 
son that they seemed to most résemble the con- 
ditions in Canada. , 


Effect of Selection 

“This analysis covered the business received 
from these States on male lives and all single 
female lives up to age 45, inclusive, for amounts 
not exceeding $2500 on life and long-term en- 
dowment plans, and $3000 on twenty-year and 
shorter term endowment plans. The object of 
this analysis was to determine the effect of se- 
lection through the aid of the medical examina- 
tion on the type of risks upon which we con- 
templated granting insurance without exam- 
ination, and to compile controlling statistics with 
which later on we could compare similar data 
resulting from selection without the aid of medi- 
cal examination. The statistics, which were also 
presented at the Louisville meeting four years 
ago, not only show the proportion of business 
accepted standard and substandard, and declined 
as a result of the use of the medical exarnina- 
tion, but also the sources of information causing 
modification and rejection. 

“At the Louisville meeting there was also 
presented a corresponding table based upon the 
first four months’ experience from April 1 to 
August 1, 1925, upon the same type of business 
accepted without the aid of medical examination. 
The compilation of these statistics was con- 
tinued until July 1, 1928, in order to carefully 
watch the trend of the effects of selection with- 
out. examination that we might adjust our 
methods of selection without examination if 
there seemed to be any unfavorable tendencies. 

“At the Louisville meeting concern was ex- 
pressed over the fact that 94.2 per cent of the 
business submitted on this selective risk plan, as 
we call it, was being accepted on a standard 
basis, i. e., 93 percent without examination, and 
1.2 per cent in addition after examination, as 
compared with 89 per cent accepted previously 
on the same type of business submitted on the 
old plan with examination. The inference was 
made that in some manner or other there was 
an intrusion of about 5 per cent of sub-standard 
risks which were being taken on a standard 
basis. It was not felt that any business was 
being accepted which was previously declined, 
for the reason that we were declining practic- 
ally the same proportion on the selective risk 
plan that we did under the old plan with ex- 
amination, i. e., seven-tenths of 1 per cent on the 


selective risk plan, four-tenths of 1 per cent 
being without examination and three-tenths of 
1 per cent after subsequent examination as com- 
pared with 1.1 per cent declined under the old 
plan, considering the difference between 1.1 per 
cent and seven-tenths of 1 per cent as practic- 
ally negligible. 

“As a result of the preliminary analysis cov- 
ering the first four months we adjusted our 
methods of selection by requiring examination 
in a wider range of cases, with the result that 
we held for examination 9.8 per cent of the 
cases as compared with 3.1 per cent during the 
first four months. It is worthy of note in pdass- 
ing that quite a proportion of the additional 
cases held for examination were in connection 
with those applying for income disability where 
we felt the additional information would be 
useful in eliminating lives undesirable for in- 
come disability. This readjustment has ap- 
parently been highly successful, for we are now 
accepting 89.2 per cent standard, 85.4 per cent 
without examination, and 3.8 per cent after ex- 
amination, as compared with 88.3 per cent under 
the old plan with examination. Furthermore, 
the confidence based upon the results of these 
two tables has been confirmed by our highly 
favorable mortality experience during this 
period. 

“A most interesting fact brought out is that 
as a result of examination only 1.2 per cent 
were modified and two-tenths of 1 per cent re- 
jected, making a total of only 1.4 per cent. 


Complete for Three Years 

“In order to determine the actual mortality 
results of the company on its selective risk busi- 
ness a mortality experience has been compiled 
from the beginning to the anniversaries in 1928. 
This gives ari experience for the first three 
complete policy years. There were 19,463 poli- 
cies insuring $30,166,200. Embraced in the in- 
vestigation were 67 deaths. It should be noted 
that the total mortality for the first three pol- 
icy years was only 66 per cent of the American 
Men Select, and that there was little deviation 
from this percentage for any one of the three 
years. Inasmuch as the question involved is one 
largely of personal selection against the com~ 
panies, it is safe to presume that the cases in- 
volved in this investigation, after having shown 
a favorable mortality for three years, will show 
no unfavorable tendencies during succeeding 
years. It will also be observed that there was 
very little deviation from the average percent- 
age for any one of the quinquennial age groups. 
The substandard business involved was com- 

(Concluded on page 45) 
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Agency Officers to Meet 
in Chicago 
Eighth Annual Meeting of 


Bureau Members and Associ- 
ation Executives Oct 29-31 





Outline of the Program 





Edgewater Beach Hotel to Be Con- 
vention Headquarters — Fulton 
and Sykes to Guide Discus- 
sions 





The eighth annual meeting of the agency 
executives of member companies of the Life 
Insurance Sales Research Bureau and of the 
Association of Life Agency Officers will be held 
at the Edgewater Beach Hotel, Chicago, Oct- 
ober 29 to 31 inclusive. Frank S. Sykes, vice- 
president of the Fidelity Mutual Life Insurance 
Company and James A. Fulton, of the Home 
Life Insurance Company, will share the work 
of directing the business sessions of the joint 
meeting. 

As a result of a conference of educational 
directors of life insurance companies, held early 
this spring, educational studies were assigned 
and reports of four of these will be presented 
by the following company officials during the 
first day: “A Training Course for New 
Agents,” Roy L. Davis, Central Life of Iowa; 
“The Organization and Function of an Educa- 
tional Department,” Arthur M. Spalding, Equi- 
table of N. Y.; “Making Managers Better 
Teachers,” James A. Griffin, Phoenix Mutual ; 
“The Field School as a Method of Training 
Agents,” Pearce H. Young, Missouri State. 
H. G. Kenagy, head of the Bureau’s Field Ser- 
vice department, under whose direction these 
studies are being made, will precede the speak- 
ers with a short introduction on “The Purposes 
and Accomplishments of Educational Studies.” 
Discussion will follow. 

On Tuesday morning, L. B. Hendershot, in 
charge of the Bureau’s Filmslide Service, will 
give a report on the Bureau's investigation of 
visual education as applied to the training of 
agents followed by a demonstration of the first 
two films in the Bureau’s Filmslide library on 
“Recruiting” and “Prospecting.” Henry E. 
Niles, assistant manager of the Bureau, will 
give the results of the Bureau’s study on “Early 
Production of Agents as a Guide to Success” 
during the morning of the second day and a 
report on “Agency Production and Man Power” 
in the afternoon. Glenn S. Griswold, editor of 
the Chicago Journal of Commerce, will follow 
Mr, Niles’ report with a talk on the “Place of 
Research in Business Management.” The day 
will be concluded with a report on the investi- 
gation of a National Advertising Campaign for 
Life Insurance Company by M. A. Linton, vice- 
president of the Provident Mutual, and chair- 
man of the advertising committee of the Re- 
search Bureau. 

During the morning of the third day, Roger 
B. Hull, managing director of the National 


Life Insurance 


Association of Life Underwriters, will speak on 
“What the Life Underwriter Is Thinking 
About,” and Dr. S. S. Huebner will be on the 
program with a talk on “The American Col- 
lege of Life Underwriters.” The remainder of 
the third day will be given over to a discussion 
of the supervision of agency by the home of- 
fice. Philip Hewes of the Bureau will prepare 


‘the foundation for this discussion by a brief 


summary based on the Bureau’s study of the 
methods that are being employed by home offices 
of the United States and Canada. Following 
this introduction, K. A. Luther of the 2Ztna, H. 
W. Manning of the Home Life, and Frank L. 
Jones of the Equitable of New York will each 
give their conception of the problem as they 
find it in their own companies with emphasis 
on the fundamental principles rather than meth- 
ods. During the afternoon, a general discussion 
of the subject will be led by G. V. Kuehner, 
superintendent of agencies for the Travelers and 
A. N. Mitchell, assistant general manager of 
the Canada Life. 

The sessions of this joint meeting will be pre- 
ceded by the annual business meetings of the 
executive committees of these two organizations 
on Monday, October 28. At the conclusion of 
the three-day meeting, officers of both organiza- 
tions will be announced. 


Postal Telegraph Adopts 
Group Plan 





Eleven Thousand Employees Af- 
fected in Big Contract Signed 
with Metropolitan Life 

The Postal Telegraph-Cable Company has 
adopted a co-operative group insurance plan 
by which more than $14,000,000 of life insurance 
is being offered to over 1,000 employees 
throughout the United States. According to 
an announcement by Col. A. H. Griswold, exe- 
cutive vice-president, the plan will be made 
effective Nov. 1, if 75 per cent or more of 
the eligible employes make application for the 
protection. The new program in no way affects 
the present system of pension and benefit plans 
now in force. 

The contract, which is under the administra- 
tion of the Metropolitan Life Insurance Com- 
pany features the co-operative method of paying 
premiums. By this arrangement, the telegraph 
company makes _ substantial contributions 
towards premium payments. 

Individual benefits are divided into six groups, 
basing their classification on salary and occu- 
pation. Under this method of classifying, the 
life insurance ranges from $500 to $10,000. 
Pensioned employees are not offered partici- 
pation in the plan, but insured employees sub- 
sequently pensioned, will retain the life insur- 
ance’in force on their retirement date. 

In addition to creating a death benefit, the 
plan also provides an employees with a temporary 
income if total and permanent disability from 
any cause occurs before age 60. In such case, 
the employee will receive the full amount of 
his or her life insurance, with interest, in 
monthly installments. 









Anniversary Reception Held 
by Prudential 





Annual Celebration and Luncheon 
Attended by Hundreds of New 
Jersey Notables and Neighbors 
of Insurance Fraternity 
Each year friends of the Prudential Insur- 
ance Company are the guests of President Ed- 
ward D. Duffield at a celebration of another 
milestone in the onward march of the big com- 
pany. The participants are, in the main, neigh- 
bors of the Prudential with a few friends of 
long standing from the metropolis across the 
Hudson and from the ranks of those promi- 

nent in New Jersey State affairs. 

The fifty-fourth anniversary reception and 
luncheon was held last Monday, October 14, at 
the home office in Newark. Hundreds of well- 
known New Jersey citizens and insurance com- 
pany executives were present as well as leaders 
in the insurance publication field. Included in 
the list of guests were the following: 


Henry B. Kummel, State geologist; Dr. Charles H. 
Elliott, State commissioner of education; State Sena- 
tors Frank D. Abell, of Morristown, and Arthur N. 
Pierson, of Westfield; Essex County Assemblymen 
Joseph C. Cassini, of Orange, and Stephen J. Lorentz, 
of Newark; Congressmen Charles A. Eaton, of North 
Plainfield; Ernest A. Ackerman, of Plainfield; Post- 
master Frank J. Bock, of Newark; Ernest A. Reed, 
of Newark; Joseph King, of Belleville; Zenas G. 
Crane, of West Caldwell; Henry C. Hines, of Newark; 
Reginald T. Blauvelt, of South Orange; Arthur T. 
Muir, of Maplewood; Joseph L. Smith, Conrad Deuch- 
ler, E. Garfield Gifford, Albert T. Guenther and Arthur 
T. Vanderbilt. 


Among the insurance executives present were: John 
R. Hardin, president of the Mutual Benefit Life In- 
surance Co.; Edward E. Rhodes and Oliver Thurman, 
vice-presidents of Mutual Benefit Life Insurance Co.. 
Edward O. Stanley, director of the Mutual Benefit 
Life Insurance Co.; C. Weston Bailey, president, 
American Insurance Co, and Frederick Hoadley, sec- 
retary of American Insurance Co.; Edward N. Wal- 
dron, president of Eagle Fire Insurance Co.; Neal 
Bassett, president, Firemen’s Insurance Co.; A. D. 
Reid, president, Globe Indemnity Co.; Morrison C. 
Colyer, president of the Fidelity Union Title & Mort- 
gage Guaranty Co.; and vice-presidents Edward W. 
Campbell, Simon P. Northrup and Edward C. Wyckoff, 
of the Fidelity Union Title & Mortgage Guaranty Co.; 
E. J. Heppenheimer, president, and John Nevin, med- 
ical director of the Colonial Life Insurance Company 
of America. 

Other guests were: Vice-presidents Peroy S. Young, 
Edmund W. Wakelee, Edgar A. Allegaert, of the 
Public Service Corporation, and Frank Bergen, gen- 
eral counsel, of the Uublic Service Corporation; vice- 
presidents G. W. McRae and Frankland Briggs; H. 
A. Trax, general auditor; S. C. Ormsbee, secretary 
and treasurer of the New Jersey Bell Telephone Co. 

Also Louis V. Aronson, president of the Art Metal 
Works; Harry Durand, Sr., president of Durand & 
Co.; H. B. Rogers and John W. Howell, of General 
Electric Co.; J. Lewis Hay, president of Hay Foundry 
& Iron Works; Arthur L. J. Smith, president of The 
Spectator Company; FE. F. Bamberger, Frank I. Live- 
right and L. Bamberger, of L. Bamberger & Co.; A. 
J. Jennings, president of Hahne & Co.; Wallace M. 
Scudder, publisher, and Arthur Sinnott, managing 
editor of Evening News Publishing Co.; James P. 
Logan, editor, and Louis Hannock, business manager, 
of Newark Call Printing & Publishing Co.. James 
Crowell, president of the James Crowell Lumber Co.: 
Franklin Webster, of the Weekly Underwriter; and 
George T. Wight, secretary and manager, Charles G. 
Taylor, Jr., manager and actuary, and Vincent P. 


(Concluded on page 45) 


THE SPECTATOR 
October 17, 1929 








omi- 


and 
4, at 
vell- 
‘om- 
ders 
d in 


s Hi. 
3ena- 
r N. 
ymen 
entz, 
lorth 
Post- 
teed, 


ark; 


uch- 
thur 


John 


ing, 

the 
ren- 
ice- 


ary 
etal 
ral 
dry 
The 
ve- 
M. 


ing 


nes 


was > 





Supt. Conway Calls for Data 
on Multiple Cover 


Survey of Inland Marine Ills 
Seen in Request of New 
York Department 





Long-Standing Problem 





Wide Use of Reporting Cover Result 
of Failure of Standard Policy to 
Meet New Conditions 





“Please submit to this Department a com- 
plete list of all your fire and marine policies 
written since January 1, 1929, covering multiple 
location risks, furnishing the following informa- 
tion in each instance: Policy number; name of 
assured; nature of assured’s business; list of 
locations covered; risks or hazards; whether 
written on fire or marine policy form.” 

The above is the text of a letter written by 
Albert Conway, Superintendent of Insurance of 
New York State, and directed to all fire and 
marine:@asurance companies licensed to do busi- 
ness inthe State of New York. It indicates 
that the New York Insurance Department is 
taking steps to remove the canker that for a 
long time has marred fire underwriting practices 
in New York and elsewhere: the. encroachment 
of the inland marine reporting cover on the 
legitimate territory of the standard fire insur- 
ance policy. 

Complaints of this nature have been common 
on William street for years. Several times they 
have found their way to the office of the State 
Department but more often than not they were 
unsubstantiated with the specific data as to time, 
place and coverage. The present survey of the 
Department will result in an accumulation of 
this data in its files and enable it to make a 
thorough investigation on the subject of its 
own initiative. 

It is possible that the Department will find 
that the trouble lies more in the inadequacy of 
the standard fire policy to meet modern needs 
than in the deliberate attempt of powerful brok- 
ers and agents to place business at the more fa- 
vorable rates allowed under the reporting cover 
with companies who are willing to stretch the 
meaning of marine insurance. Changing 
economic conditions have brought about a shift- 
ing in values: mass production and rapid turn- 
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Two Million Dollars Coverage for 
Western Aircraft Show 

Los ANGELES, Ca.ir., Oct. 11.—Two million 
dollars’ worth of insurance will be taken out 
with local companies for the airplanes and air- 
plane accessories that will be on display at the 
first annual Western Aircraft Show to be held 
in Los Angeles November 9th to 17th. This is 
in accordance with the announced policy of the 
show’s management. 


San Jacinto Fire and Casualty 
Organized in Beaumont 
Datias, Tex., Oct. 16.—Beaumont, Tex., is 
to have a new fire insurance company with 

a capital stock of $200,000. 


The charter of the company has been filed 
with the Secretary of State and approved by 
the attorney general. The new company is the 
San Jacinto Fire and Casualty and will be 
allied with the San Jacinto Life Insurance 
Company, it is-said. It will do a general fire, 
fiduciary and casualty insurance business. 
Among those connected with the new company 
are R. B. Cousins, Jr., president of the San 
Jacinto Life, H. J. Luther Stark of Orange, 
former head of the San Jacinto Life and now 
chairman of the board, D. A. Pruter of Orange 
and George Hill, Jr., of Houston. 








over have lent more importance to goods in 
transit than property which remains immobile 
and there is not enough flexibility in the stand- 
ard fire policy to permit extensive protection on 
such lines. However, the complete substitution of 
the inland marine policy for types of risks 
whick have these features is often a rank viola- 
tion of fairness and sound and sensible under- 
writing. The writer once saw a single policy 
covering fire, lightning, cyclone, tornado, flood, 
collision, derailment, collapse of bridges, all 
risks of transportation and navigation, sprinkler 
leakage, theft and pilferage, written at a rate 
of about one-tenth of the normal premium for 
these risks had they been written separately. 

It is not thought that the New York Depart- 
ment will attempt to define “marine insurance” 
as the Inter-State Underwriters Board did in 
seeking a basis of distinction. The Department 
does not contemplate making hard and fast rules 
which can be easily broken but rather, it is 
understood, will weigh each case on its easily 
recognizable merits. 


Chain Store Coverage Plan 
Before Texas Board 


Companies’ Attorney Urges 
Average Rate for All 
Chain Stores 





No Decision for a Fortnight 





Foreign Companies Have Been 
Getting the Profits on This 
Class of Business 





Austin, Tex., Oct. 11—The Texas Board 
of Insurance Commissioners has before it for 
consideration a plan for fire insurance coverage 
of chain stores similar to that of the Interstate 
Underwriters’ Board, which operates in all 
States of the Union except Texas.. The plan 
includes marine coverage also. 

Under the proposal, which was submitted by 
William Thompson of Dallas, attorney and rep- 
resentative of 20 insurance companies operating 
in Texas, all of the chain stores would receive 
coverage under an average rate, with each 
store making a monthly report and receiving 
either an increase or decrease in rate accord- 
ing to the report made at the end of each 
month. 

Mr. Thompson, in his presentation, told the 
Board of Insurance Commissioners that foreign 
companies are reaping the profits from coverage 
of chain stores operating in Texas, while the 
companies licensed to do business in Texas 
are not receiving any of the profits because of 
the absence of a system similar to that of the 
Interstate Board. 

The Interstate Board is prohibited from 
operating in Texas by the State’s anti-trust 
laws, and the power conferred on the Texas 
insurance board to fix rates and involve penal- 
ties for their violation. 

It was announced that the Texas board would 
not render a decision on the application for 
two weeks, thus giving time for the presentation 
of opposing views. 


—Holt & Lancaster, Inc., is a new firm at Mont- 
gomery, Ala., organized by James H. Holt and W. 
Reid Lancaster to engage in the fire and casualty 
insurance business. 


Fire Insurance 

















LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 
JANUARY 1, 1929, STATEMENTS 


NEAL nae Pa Vice-President and Treasurer 
A. H. INGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD eave. 2d Vice-President 
; ORGANIZED 1855 


FIREMEN’S INSURANCE COMPANY 








OF NEWARK, N. J. SURPLUS 
ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 
$56,065,676.33 , $19,562,542.89 $13,500,000.00 $23,003,126.44 $36,503,126.44 





President ra B ASSETT, Vice-Pres’t 
KAY, V.<Pres’t A. H. HASSINGER, V.-Pres’t WELLS T. BASSETT, V.-Pres’t ARCHI KEMP, 2d V.-Pres’t 
ORGANIZED 1853 


THE GIRARD F. & M. INSURANCE CoO. 


OF PHILADELPHIA, PA. 


HENRY M. GRATZ, 
JOHN 





$ 6,036,606.06 $ 2,834,467.72 $ 1,000,000.00 $ 2,202,138.34 $ 3,202,138.34 
NEAL BASSETT, President JOHN KAY, Vice-Pres. and Treasurer 
A. H. HASSINGER, Vice-Pres’t WELLS T. BASSETT, Vice-Pres’t ARCHIBALD KEMP, 2d Vice-Pres’t 


ORGANIZED 1854 


MECHANICS INSURANCE CO. 


OF PHILADELPHIA, PA. 





$ 4,881,357.40 $ 2,770,413.44 $ 600,600.00 $ 7 510,943.96 $ 2,110,943.96 
— BASSETT, Presiden OHN KAY, Vice-Pres’t and Treasurer 
H. HASSINGER, V: Vice-Pres’t WELLS T. BASSETT, Vice-Pres’t ARCHIBALD KEMP, 2d Vice-Pres’t 


ORGANIZED 1866 


NATIONAL-BEN FRANKLIN FIRE INS. CO. 
OF PITTSBURGH, PA. 
$ 5,021,040.43 $ 2,502,743.59 $ 1,000,000.00 $ 1,518,296.84 $ 2,518,296.84 


A. H. TRIMBLE, President NEAL BASSETT, Vice-Pres’t 
JOHN KAY, V.-Pres’t A. H. HASSINGER, V.-Pres’t WELLS T. BASSETT, V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres’t 
ORGANIZED 1871 


SUPERIOR FIRE INSURANCE CO. 
OF PITTSBURGH, PA. 
$ 4,837,239.50 $ 2,492,228.84 $ 1,000,000.00 $ 1,345,010.75 $ 2,345,010.75 


W. E. WOLLAEGER, President NEAL BASSETT, Vice-Pres’t 
JOHN KAY, V.-Pres’t A. H. HASSINGER, V.-Pres’t WELLS T. BASSETT, V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres’t 


ORGANIZED 1870 
CONCORDIA FIRE INSURANCE CO. 
OF MILWAUKEE, WIS. 
$ 5,359,804.52 $ 2,486,092.08 $ 1,000,000.00 $ 1,873, on 44 $ 2,873,712.44 


CHARLES L. SAC EMAR, Yes CHIBALD REMP st Vine Pres" t 
N KAY, V. Pee A. H. HASSINGER, V.-Pres’s WELLES T. BASSETT, V.-Pres’t ARCHIB. --Pres’t 


ORGANIZED 1886 


CAPITAL FIRE INSURANCE Co. 


OF CONCORD, N. H. 
$ 666,598.88 $ 196.08 $ 300,000.00 $ 366,402.80 . $ 666,402.86. 


CHARLES L. JACKMAN, President ORGANIZED 1905 M. R. JACKMAN, Vice-Pres’t ine 


UNDERWRITERS FIRE INSURANCE CO. 


OF CONCORD, N. H. 
$ 175,689.24 $ None $ 100,000.00 $ 75,689.24 $ 175,689.24 


CHAS. H. YUNKER, President ORGANIZED 1852 A. W. GROSSENBACH, Vice-Pres’t 


MILWAUKEE MECHANICS INSURANCE CO. 


OF MILWAUKEE, WIS. 




















$12,792,945.35 $ 7,243,098.89 $ 2,000,000.00 $ 3,549,846.46 $ 5,549,846.46 
neal. BASSETT, Chairman Board 
& SCOFIELD RO President EJ. . DONEGAN, V. p mee yy pee sel S. WM. BURTON, Vice-Pres’t 
J.C. HE % EARL R.H Vice-Pres’t WM. P. STANTON, Vice-Pres’t s.1 K. ;MsCLURE, Viee-Pres’t 
JOHN KA Wiee-Prestt A. H. HASSINGER, Vice-Pres’t WELLS T. BASSETT, Vice-Pres’t G. POTTER, 2d Vice-Pres’t 


ORGANIZED 1874 - 


METROPOLITAN CASUALTY INSURANCE Co. 


OF NEW YORK, N. Y. 





$15,452,308.70 $10,173,698.43 $ 1,500,000.00 $ 3,778,610.27 $ 5,278,610.27 
C. W. PEIGENSPAN, President W. VAN WINKLE, Vice-Pres’t & Gen’l Mgr. 
WINTON C. GARRISON, Vice-Pres’t & Treas. ORGANIZED 1909 E. C. FEIGENSPAN, Vice-Pree’t 


COMMERCIAL CASUALTY INSURANCE CO. 


OF NEWARK, N. J. 
$14,975,568.30 $ 9,975,568.30 $ 2,500,000.00 § 2,500,000.00 $ 5,000,000.00 


TOTAL NET PREMIUMS $50,467,137.06 


EASTERN DEPARTMENT 





WESTERN DEPARTMENT satiate titling PACIFIC DEPARTMENT 
as ay SWAT at eee Il. Newark, New Jersey our Sansome P ane 
‘Si CANADIAN DEPARTMENT W. W. & E.G. POTTER, Managers 
H. R. M. SMITH 461-467 Bay St., Toronto, Canada Ass’t Mana : 
JAMES SMITH FRED W. SULLIVAN _— lo — JOHN R. 
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Illinois Agents ‘‘Chumps’”’ to Permit 
Delinquent Premiums 


So Says David Benjamin Who Climaxes Brilliant 
Program at Annual Meeting of Illinois 
Association of Insurance Agents 


By Joun C. LetssLer 


Cuicaco, Oct. 16.—Illinois local agents, members of the Illinois Association of 
Insurance Agents, expressed such-satisfaction with the present. officers of the organ- 
ization, that all were re-elected without change at the annual convention held last 


week at Rock Island. 


The roster of officers includes: Robert W. Troxell, Springfield, president; W. A. 
Schneider, Kankakee, first vice-president; A. J. Teninga, Chicago, second vice-presi- 
dent; F. J. Budelier, Rock Island, third vice-president; S. E. Moisant, Kankakee, 
secretary-treasurer; and James M. Newburger, Chicago, chairman of the board. 
All chairmen of standing committees were re-elected, who with the officers, consti- 
tute the board of directors: J. A. Giberson, Alton, grievance; E. F. Frideaux, Elgin, 
farm; Harry J. Leach, Morris, membership; George N. Wright, Aurora, legislative ; 
Rockwood Hosmer, Chicago, automobile; Allan Murphy, Eldorado, fire prevention ; 
and August Torpe, Jr., Chicago, public relations. The organization received invita- 
tions from Aurora and Danville for the next annual meeting. The board of 


directors will make the choice. 


The Illinois association approved the plan for 
regional conference committees composed of 
representatives from the several States asso- 
ciations in the different fire insurance governing 
territories, which was suggested and approved 
at the recent convention of the National Asso- 
ciation. James M. Newburger of Chicago, 
chairman of the board of directors, was ap- 
pointed as the Illinois representative on the 
Union territory committee. 


Intense Interest Shown 

Rarely in the history of State association 
meetings has a program of such uniform in- 
terest and value been staged as at Rock Island, 
a program which kept the many members and 
visitors in their seats from the opening of 
the meeting until the final address was made. 
The banquet also was a great success conducted 
in the inimitable style of C. M. Cartwright as 
toastmaster: and at which Frank S. Dixon, rep- 
resentative of the National Board of Fire Un- 
derwriters, told of the activities of that organi- 
zation in ringing oratory which held the ban- 
queteers spellbound. 

The climax of the business session came at 
the close when David Benjamin of: Springfield 
informed the local agents that they are 
“chumps” to continue to permit their clients 
to be delinquent in their payment of premiums 
in face of the fact that the same clients are 
paying carrying charges on deferred payments 
on automobiles, on furniture, on delinquent gas 
and light bills, and in view of the fact that 
the agent must pay interest on money borrowed 
to remit balances to the home offices of their 
companies. 

Mr. Benjamin told the agents of a premium 
collection plan instituted in his agency whereby 
his clients are assessed a carrying charge of 10 
per cent on all premiums over thirty days due 
and that they are paying the charge without 
complaint. He asserted that he has lost only 
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two premiums, one of $6 and the other of 
$34.50 as a result of the inauguration of his 
plan. 

The Springfield local board has endorsed 
the Benjamin plan and it is expected that if it 
is a uniform success in that community, it will 
be adopted in other communities of the State 
and nation. Mr. Benjamin made the point that 
there is no profit in a premium more than forty 
days delinquent. 

His plan was introduced last December with 
a letter asking his clients to pay their premiums 
within thirty days which was followed with a 
letter announcing that all premiums over thirty 
days due would be assessed a 10 per cent carry- 
ing charge. During April of this year Mr. Ben- 
jamin declared that his collections increased 57 
per cent and new business increased 13 per cent. 
The chain stores have educated the people to 
the value of cash payments, he declared and 
insisted that the insurance agents should fit 
their business to the changing times. 


Chauncey Miller’s “Siamese Twins” 

The local agents were urged to devote more 
time to the production of side lines of insurance, 
by Chauncey S.°S. Miller of the North British 
Mercantile, who declared that he has no sym- 
pathy for an agent who sells fire insurance 
alone. The buyers of insurance must rely upon 
their agents to advise them as to insurance mat- 
ters just as they rely upon a physician to care 
for their health problems, he asserted. 

Mr. Miller especially urged the agents to sell 
complete protection, describing rent and rental 
value insurance as the “Siamese twin” of fire 
insurance, declaring that it is foolish for an 
agent to insure the property of a client and not 
the use of the property during the time of re- 
building after a fire. He declared that a sys- 
tematic production of this form of insurance 
will increase the current income of an agency 
about 10 per cent. 
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Henry Swift Ives, special counsel of the As- 
sociation of Casualty and Surety Executives, 
declared that insurance men do not appreciate 
the power of their own business, pointing out 
that insurance enters into every step of business 
ness and commerce from the growing or pro- 
duction of the raw material to the marketing 
of the finished product. He urged the agents to 
take a more active part in the public relations 
program of the business, declaring that they are 
in the front line trenches and are in a position 
to do the most effective work in establishing 
insurance on a high plane in the public’s esteem. 


The Presidential Address 


In his address as president, Mr. Troxell urged 
the building of the State association upon the 
local board membership plan whereby the mem- 
berships in the community agency organizations 
will be co-extensive with membership in the 
State and national associations. He pointed out 
that the Illinois association now is about 132 
members short of the mark set for it by the 
National Association of Insurance Agents in its 
five-year development program. 

He declared that though the association was 
unsuccessful in getting its agency qualification 
and licensing bill passed, another attempt would 
be made at the next session of the legislature. 
Pressure from politicians and organizations in 
Chicago caused the defeat of the measure, he 
said. George N. Wright of Aurora, chairman 
of the Chicago legislative committee, in his re- 
port declared tht it was Chicago real estate men 
who caused the defeat of the bill. 

Rockwood Hosmer of Chicago, chairman of 
the automobile committee, reported that merit 
rating and installment payment of premiums 
which were introduced during the year, had 
failed of their purpose in Illinois. The merit 
rating has resulted in a flat reduction of 10 
per cent in automobile premiums and a corre- 
sponding reduction in commissions, while the 
installment payments had not found wide use. 
He expressed approval of the stand taken by 
the National Association expressing the belief 
that no installment payment plan should be 
used which brings the underwriting company 
in direct contact with the assured. He urged 
the agents to sell higher limits in liability poli- 
cies, collision insurance and the new non-owner 
liability insurance, to replace the reduced vol- 
ume resulting from the merit rating. 

August Torpe, Jr., of Chicago, chairman of 
the public relations committee, announced that 
his committee had supplied speakers for col- 
leges when requested. 

Other speakers included William Quaid, ex- 
ecutive vice-president of the Southern Fire, New 
York; Clyde B. Smith, Lansing, president of 
the National Association, who gave a report of 
the recent national convention at Detroit; and 
Eugene Walsh of Davenport, who discussed 
practical methods of developing new business. 


Carey Succumbs to Injuries 
On October 1, James J. Carey, former pres- 
ident of the Columbian National Fire Insur- 
ance Company, of Lansing, Mich., died from 
injuries received in an automobile accident. 
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CORROON & REYNOLDS FLEET 
EXTENDING COUNTRY-WIDE SERVICE AND PROTECTION 


DECEMBER 31ST, 1928, STATEMENTS 


AMERICAN EQUITABLE ASSURANCE COMPANY OF NEW YORK 


Assets Liabilities Capital *Net Resources 
$10,099,162.29 $3,394,266.51 $2,000,000.00 6,704,895.78 


BRONX FIRE INSURANCE CO. OF THE CITY OF NEW YORK 
$4,889,591.12 $755,197.32 $1,000,000.00 $4,134,393.80 


BROOKLYN FIRE INSURANCE COMPANY 
$5,762,813.80 $1,293,331.77 $1,000,000.00 $4,469,482.03 


GLOBE INSURANCE COMPANY OF AMERICA 
PITTSBURGH, PA. (Incorporated 1862) 
$2,258,430.77 $813,552.56 $512,000.00 $1,444,878.21 


KNICKERBOCKER INSURANCE COMPANY OF NEW YORK 
$5,034,363.88 $2,255,641.18 $1,000,000.00 $2,778,722.70 


LONG ISLAND FIRE INSURANCE COMPANY 


Assets Liabilities Capital *Net Resources 
$408,657.14 $42,532.38 $200,000.00 $366,124.76 


MERCHANTS AND MANUFACTURERS FIRE INSURANCE Co. § 


NEWARK, N. J. (Chartered 1849) 
$6,774,475.31 $1,291,847.16 $1,000,000.00 $4,482,628.15 
NEW YORK FIRE INSURANCE COMPANY 
(Incorporated 1832) 
$2,922,000.19 $927,051.01 $1,000,000.00 $1,994,949.18 
{REPUBLIC FIRE INSURANCE COMPANY 
PITTSBURGH PA. (Incorporated 1871) 
$4,076,176.31 $1,040,535.31 $1,000,000.00 $3,035,641.00 
SYLVANIA INSURANCE COMPANY 
PHILADELPHIA, PA. 


$5,327,783.03 $758,805.07 $1,500,000.00 $4,568,977.96 


*Net Resources, being aggregate of Capital, Net Surplus and Voluntary Reserves. 


CLASSES OF INSURANCE WRITTEN 


FIRE, AUTOMOBILE, EXPLOSION, RIOT, CIVIL COMMOTION, TORNADO AND WINDSTORM, SPRINKLER LEAKAGE, USE AND 
OCCUPANCY, PROFITS, LEASEHOLD AND GENERAL{MERCHANDISE FLOATERS. 


CORROON & REYNOLDS 
INCORPORATED 


92 WILLIAM STREET 








MANAGER 
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NEW YORK CITY, N. Y. 
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Consider Changes in Texas 
Basic Schedule 


Board of Commissioners Holds 
Open Meeting to Discuss 
Rates and Regulations 








Five Year Experience Reviewed 





Twenty-six Specific Changes in Rules 
and Regulations Proposed by Com- 
pany Representatives Present 





“Austin, TEx., Oct. 14—The entire fire in- 
surance schedule in Texas has been thrown 
open for revision by the State board of in- 
surance commissioners for the first time in 
seven years, and at the invitation of the com- 
missioners representaives of some 75 companies 
operating in the State, together with all others 
interested in or effected by fire insurance rates 
and policy clauses who wished to present their 
views on insurance matters, were recently in 
open conference with the commission. 

The conference was purely informal and was 
an effort on the part of the commission to 
secure information on which to promulgate 
a new schedule of rates and to revise certain 
policy clauses, based on the experience of the 
five year period from 1924 to 1928 inclusive. 

A summation of the five years’ business in 
Texas had been made by the commission. 

Suggestions for changes in twenty-six specific 
rules and regulations were advanced by rep- 
resentatives of the companies and other inter- 
ested parties. These will be considered by 
the commission in executive session, but the 
final decision of the board will not be reached 
until about October 15, it was announced, and 
action on some matters may be deferred until 
later. 

Several representatives of insurance com- 
panies have requested conferences with the fire 
insurance division of the board for considera- 
tion of certain further changes at the next 
public hearing, which will not be held before 
December, it was announced by Fire Insurance 
Commissioner J. W. DeWeese. Among the 
topics that were passed, to be considered at the 
next hearing, are included tenant charge, 
lightning rods, incubators, vacancy clause and 
lines 49, 57 and 58, standard policy. 

A plea for reduction in rates applicable to 
city halls, courthouses, jails and other public 
buildings was presented by Charles Tobin of 
San Antonio and Harvey Draper of Houston, 
officials of the League of Texas Municipalities. 
These contended that on the basis of the five 
years’ experience, 1924-1928, the rates now in 
force are too high. 

Cravens, Dargen & Co., of Houston, general 
State agents, made a request for a substantial 
increase in rates applicable to motion picture 
shows having talking equipment, stating that 
increased hazards had resulted in this class of 
risks with the introduction of the talking equip- 
ment. 

The Home Insurance Company of New York 
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made a plea for increased rates applicable to 
cotton gins and baled cotton at gins where it 
is stored, asserting that the increased rate is 
justified by the five years’ experience table. 
Other requests for reductions in rates cov- 
ered broadcasting stations, electric railway risks, 
lumber dealers, use and occupancy hazards, etc. 
In summing up the presentations for the 
insurance companies, Col. Wolliam Thompson 
of Dallas, attorney for a number of insurance 
companies, warned the insurance men and the 
commissioners that liberality in the allowance 
of reductions in rates inevitably was followed 
by a greater increase in rates in perhaps other 


risks and that for every decrease in rate 
allowed, some increase must be levied to 
counterbaiance the effect with the insurance 
company. 


Stockholders of Sylvania Get Extra 
Dividend of $90,000 

An extra cash dividend of $90,000, which is 
equivalent to 60 cents per share, has been de- 
clared by the directors of the Sylvania Insur- 
ance Company, of the Corroon and Reynolds 
group. This dividend is to be paid, in addi- 
tion to the regular quarterly dividend which 
will be $56,250, or 37% cents per share on the 
150,000 shares of stock, to stockholders Novem- 
ber 1, of record at the close of business 
October 19. 

Corroon and Reynolds took over the manage- 
ment of the Sylvania about May 1, 1928. After 
the transfer of the management the company 
was refinanced. 
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Monarch Fire of Cleveland 
Licensed in Michigan 





Reinsurance of Columbian National 
Not Yet Formally 
Announced 
Lansinc, Micu., Oct. 14—Michigan depart- 
ment during the past week granted a license 
to the Monarch Fire, Cleveland’s strong new 
company which is slated to take over the 
business of the Columbian National of Lansing 
as soon as it gains admission to the various 
States to which the Lansing carrier is now 
admitted. The Cleveland company is headed 
by Ralph Rawlings, formerly with the western 
department of the Boston and Old Colony here, 
and has as its vice-president E. T. Lyons, sec- 
retary of the Columbian National Fire, and_ 
its assistant secretary Frank Greer, formerly 
head of the automobile division of the Boston 

and Old Colony’s western offices. 


The actual reinsurance contract under which 
the Columbian National will lose its ide :tity 
in that of the new carrier has not yet been 
given formal approval by the Michigan depart- 
ment although it is not generally supposed that 
any opposition to the deal will be raised. Com- 
missioner Charles D. Livingston passed on 
the tentative details of the reinsurance plan. 


Samuel M. Hollander, chairman of the board, 
of the Mayflower Fire & Marine Insurance 
Company of Newark has announced that this 
company will shortly become affiliated with the 
Eastern Underwriters’ ‘Association. 








Insurance News and 


In line with the public announcement relat- 
ing to Fire Prevention, Stephany & Co., of At- 
lantic City, N. J., have issued an attractive 
card-poster for use in factories, mills and work 
shops, calling the attention of employees to the 
danger of fires from carelessness and accumula- 
tion of rubbish. It is entitled “Protect Your 
Wages.” 





“Separation” period is on and agents report 
frequent visits from company “specials,” one 
of their chief reasons for calling being to ascer- 
tain what steps, if any, have been taken in the 
“clearing” process. 

Some members of the Eastern Underwriters 
Association state that from sixty to eighty per 
cent of their New Jersey representatives have 
given up their non-affiliated companies or in- 
dicated a determination to do so. 

On the other hand there are some agents 
who, having a mixed assortment of companies, 
have decided to pursue a “watchful waiting” 
attitude for the present and defer final action 
until the next move of the E. U. A. 





Quite a number of agents, however, while 
perfectly willing to sever relations with their 
non-affiliated companies have taken a very de- 
cided stand upon the manner of separation. 
With a view to protect and give prompt ser- 
vice to their clients, they desire to retain their 


Gossip in New Jersey 


certificates of Authority solely for purposes of 
making endorsements, providing for cancella- 
tions, adjustment of losses, etc., all unused 
policies to be returned and no further transac- 
tions as to new business or renewals to be con- 
ducted. 





Thomas F. Kearney of Bogota, N. J., has 
been appointed agent for the Halifax Fire In- 
surance Co. of Nova Scotia and the Maryland 
Casualty Co. of Baltimore. These companies 
issue a joint combination automobile policy. 





Already the coming date when the New Jer- 
sey Automobile Financial Responsibility Law 
will become effective (November 15th) has re- 
sulted in a marked activity in the demand for 
automobile coverage. 

Particularly is this noticeable in the north- 
ern part of the State which section is feeling 
the steady growth of population and general 
development incidlent to the approaching com- 
pletion of the Hudson River Bridge. 





A study of the Revised Graded Classifica- 
tion Table, issued in September by the Eastern 
Underwriters Association, shows that the agents 
have been benefited. By the elimination of the 
eighty per cent feature the thirty per cent divi- 
sion, under the “Protected” class, has been 
considerably enlarged. 
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THE 


Alamac 


Broadway at 7Ist Street, N. Y. i 
Endicott 5000 


A pleasant, modern, home away from home. 1 
Accessible to every point in the metropolitan area 
by express subway at our door. 


Finest Food and Cuisine 
All Rooms with Tub and Shower 
$3.50 Single—$5.00 Double, Up 


Wire Collect for Reservation 


Direction 


JULIUS KELLER 


Of Famous Canoe Place Inn 









































FIRE RE-INSURANCE 


PUTT LEELA 


Treaty and Facultative 


Re-Insurance Corporation 


of America 
60 John Street, New York, N. Y. 


HORACE R.WEMPLE President 


iY 
TOTAL ASSETS $2,154,292.71 


SUTTOTTETTT AUTEETA TA, 


DIVISION OFFICES 


Western Department Pacific Coast Depariment 
172 W. Jackson Boulevard 114 Sansome Street 
Chicago, Illinois San Franetsco, California 








| = AewHork = 


|  $15,000.000.00 





Great American 


| Insurance Company 


STATEMENT JANUARY 1}, 19290 


24,465.534.40 
27.7 39,318.71 
67.194,853.1 1 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$42,729,3 18.71 


LOSSES PAID POLICY HOLDERS 


$204,088,888.03 


HOME OFFICE 


ONE LIBERTY STREET, NEW YORK CITY 


WESTERN DEPARTMENT 
310 South Michigan Avenue, Chicago, IIL. 
G. R. STREET, Vice-President 
PACIFIG DEPARTMENT 
233 Sansome Street, San Francisco, Cal. 
CLIFFORD CONLY, Manager. 
MARINE DEPARTMENT 


NEW YORK—Wnm. H. McGee & Co., General Agents, 11 So. William Street 
SAN FRANGISCO—Georége L. West, Manager, 233 Sansome Street 
CHICGCAGO—Wm. H. McGee & Co., Gen’! Agts., Insurance Exchange Bldg. 


AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 


aeons 




















| 
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PUBLICATIONS OF C. & E. LAYTON 


The undersigned are sole agents in the United States for the old estab- 
lished publishing house of Charles & Edwin Layton of London, Eng- 
land, whose long list of publications on fire, life, marine and other 
branches of insurance embrace the most valuable and standard trea- 
tises on these subjects. Send Ten Cent Stamp for Catalogue. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 























Germanic Fire Insurance Company 
of NewYork 


122 E. 42nd St. 





New York City 


Statement as of June 30, 1929 


- $1,000,000.00 . $1,506,406.86 
Surplus to Policyholders $2,506,406.86 
Gain in Assets—First Six Months Operation $218,000.00 


Capital. 


Surplus. 
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Missouri Agents Re-Elect 
Full Slate 
President Ridge, However, De- 
clines Another Term—Recom- 
mends P. K. Weis for Office 


Attendance Below Par 





Inclement Weather Keeps Many 
Agents Away From Convention 
which Featured Excellent 
Program 





St. Lours, Mo., Oct. 11.—The next president 
of the Missouri Association of Insurance 
Agents will be of the mail order variety, as 
the thirtieth annual convention of the organiza- 
tion held at the Missouri Hotel in Jefferson 
City, Mo., on October 9, adjourned without 
electing a successor to T. S. Ridge, Jr., of 
Kansas City, president, who rejected the report 
of the nominating committee which sought to 
force another term on him. 


Prior to its report Ridge had warned the 
committee that under no circumstances would 
he consider another year as president. He 
felt that lke had already given the association 
his full share of loyalty and devotion and 
should be permitted to devote some time to his 
personal business. So when the committee 
sought to disregard his wishes he very promptly 
rejected the report and his action was so certain 
the handful of members present failed to 
override his veto. 


This threw the election onto the hands of 
Uncle Sam and it will be up to the postmen 
to collect the ballots that shall name the next 
set of officers for the association. 

Aside from himself as president, Ridge had 
no objection to the balance of the ticket nom- 
inated and he has recommended that each man 
named be moved up a step. If his wishes are 
followed the new officers will be: 

P. K. Weis, Moberly, president; Lorren 
Garlichs, St. Joseph, first vice-president; Leslie 
E. Bright, St. Louis, second vice-president, and 
James B. Wallace, Kansas City, secretary- 
treasurer. Regional vice-presidents: W. A. 
Shelton, Unionville; Court P. Allen, Trenton; 
Sam R. Sprecker, Sedalia; Robert M. Clayton, 
Hannibal; H. M. Wassweiler, Springfield; 
Walter B. Bernard, Carthersville, and U. L. 
Jonas, Piedmont. 

A third vice-president will also be elected at 
large. 

Attendance at the convention was not up to 
expectations, for which fact several circum- 
stances contributed their share of responsibility. 
It was felt that the celebration of Missouri 
Insurance Day the previous day, and the cold 
rain that fell incessantly dampened the ardor 
of many agents who had planned to motor to 
the capitol city. 

The reports of Secretary-Treasurer James 
B. Wallace and Executive Secretary Wilbur F. 
Maring, Jr., indicated that the organization had 
not a good year financially and had also 
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suffered a decided slump in membership. In 
fact but 337 of the 7,500 insurance agents and 
brokers in the State paid dues to the State 
association. Maring explained, however, that 
the active members of the organization write 
75 per cent of the stock insurance business 
sold in the State. He also stated that the 
long session of the Missouri General Assembly 
had made it impossible for the officers to devote 
any time to membership campaigns. 

John F. Stafford of Chicago, Ill, Western 
manager of the Sun Insurance office, London, 
England, who came to the meeting by aeroplane 
and against the advice of his personal physician, 
was the first speaker on the set program. His 
subject was “Fire Insurance” and he discussed 
it more or less humorously from all angles. 

Clyde B. Smith of Lansing, Mich., president 
of the National Association of Insurance 
Agents gave an organization talk in which he 
told of the work of the national body and 
urged that all insurance agents join its ranks. 

He stated that the constitution of the Na- 
tional Association needs revising since it was 
designed for use by an organization with half 
the membership now enjoyed. He added that 
a new constitution will be in use. 

William J. Welsh of Mann, Barnum and 
Welsh, Kansas City, discussed “The Devel- 
oping of Casualty Lines.” 

He contended that there is now a necessity for 
developing the casualty insurance market and 
that few agents today are taking fully ad- 
vantage of their opportunities to obtain casualty 
business. 
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Cotton Gin Fire Losses in 
Texas Reach $150,000 


Continuance of Present Epidemic 
Will Mean Loss of Several 
Millions to Companies 
Datias, Tex., Oct. 16—Another epidemic 
of cotton gin fires is sweeping over Texas 
causing losses which run into hundreds of 
thousands of dollars. In most cases these 

gins are pretty fully covered by insurance. 





The gin fires this year have “thrown a scare” 
into the underwriting companies. The losses 
have been the heaviest in years and the ginning 
season is not nearly over. If the gin burnings 
continue at the rate for September and part 
of October the losses will run into millions 
of dollars. 


Cotton gins in Texas are valued at around 
$77,000,000. It is estimated the insurance 
carried on these gins, against: fire, is around 
$50,000,000. Just what proportion of this is 
carried by stock companies is not known. A 
good part of it is carried by mutuals and they 
are being hard hit. The stock company losses 
became so heavy on this risk some years ago 
that many of them discontinued the line and 
have not renewed it. 

Among the cotton gins burned in the past 
few days are one at Chambersville where the 
loss was $30,000; one at Georgetown, where 
the loss was $50,000; one at Swift, where the 
loss was $30,000; one at Graham, where the 
loss was $40,000. 








FIRE 


REINSURANCE 


AUTOMOBILE 


TORNADO 





Term Business Reinsured 
on a basis profitable to the 
direct-.writing company 








ROY E. CURRAY, Secy. 
— 














INTER-OCEAN REINSURANCE 
COMPANY 


Cedar Rapids, lowa 


RICHARD LORD, President 


KARL P. BLAISE, Asst. Secy. 
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Facts About Windstorms and Tornadoes 


There Are Many Definitions of Many Types of Storms 
But They All Mean Destruction to the 
Uninsured Property-holder 


CCORDING to figures compiled by the 
A Automobile Insurance Company, prop- 

erty owners in the United States suffer 
an annual loss of approximately $50,000,000 
as the result of damage and destruction by 
tornadoes and high winds. 

The terms “hurricane,” “typhoon” and 
“cyclone” are applied to the same type of 
storm. In modern parlance, they are all 
cyclones. In all storms of this class the sur- 
face winds blow more or less spirally inward 
toward an area of minimum atmospheric pres- 
sure, then upward and outward at elevations 
varying with the extent and intensity of the 
storm. The term “hurricane” is restricted to 
cyclones which have their origin and field of 
action within well defined limits embracing 
the West Indies and the neighboring waters 
of the North Atlantic. The storms occuring 
in tropical regions of the Western Pacific are 
called typhoons, and in the Indian Ocean 
they retain the name of cyclones. 

The hurricane comes out of the doldrums 
above the Equator. There a certain phenom- 
enon takes place. Heating and evaporation 
causes the air to expand and push upwards, 
and the air above it flows out on all sides. 
Thus a downward pressure is created. The air 
at the surface tends to flow to the centre of 
the disturbance. If the disturbance is on a 
sufficiently large scale, the result will affect 
many unsuspecting areas. The air will be 
drawn from latitudes that are far apart, and 
the winds thus created will arrive at vary- 
ing speeds, because of the shape and rotation 
of the earth. Each current is deflected to the 
right of its course and a vortex is set up, 


turning in a counter clockwise direction. The 
growing cyclone pushes upward, and is caught 
in a great airstream. If it is a true hurricane 
it is advancing at the rate of but about 10 
to 15 miles per hour, but the rotary winds, if 
the path does not recurve, may strike the coast 
of the mainland at a velocity of nearly one 
hundred and fifty. 

The “tornado” is the typical “twister” of 
the American prairies, and may be defined as 
a somewhat funnel-shaped, or flaring, hollow, 
circular column of upward-spiraling winds of 
destructive velocity. It is the most violent, 
least extensive, and most sharply defined of all 
storms. 

The horizontal velocity of wind in a tornado 
is unmeasured, but is destructively great, pos- 
sibly well exceeding three hundred miles per 
hour; the vertical velocity is also unmeasured, 
probably one to two hundred miles per hour, 
but is sufficient to carry up pieces of timber 
and other objects of considerable weight. 

While the path of a hurricane may be many 
miles in width, that of the tornado varies from 
40 to 50 feet to a mile, or even more, but the 
average is about 1000 feet. The length of its 
path may be anything up to 300 miles. 

Tornadoes are most frequent in the months 
of March, April, May and June, much less 
frequent in July, August, and September, and 
still less in other months. However, no time 
of the year is immune. 

It is a common fallacy, in thinking of wind- 
storms, to consider only the spectacular losses. 
There is no section of the country that has 
not at some time suffered loss through wind- 
storm damage, and that does not necessarily 
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What Floridians Call a Brisk Breeze 


Fire Insurance 








TORNADO IN ACTION 





This marvelous snapshot was made by 

Adjuster Looney of the Hartford Fire 

and is reprinted through the courtesy 
of the Hartford Agent 


mean a tornado or hurricane. Of the vast 
amount of losses incurred each year, much is 
attributable to winds of a velocity of no more 
than 30 miles per hour. It is for that reason 
that the companies have urged their agents to 
get away from the term “tornado and wind- 
storm insurance,” believing that the shorter 
designation “windstorm insurance” will tend to 
make the hazard seem less remote in the minds 
of the insureds. Windstorms cannot be pre- 
vented, but the property owner can ward of 
disaster through the possession of adequate 
coverage. 


Special Dividend Is Declared 
on Brooklyn Fire Stock 





Brings Total Disbursement for ’29 to 
$240,000, Which Is 24 Per Cent 
on Outstanding Capital 

A special dividend of forty-five cents on each 
of the 200,000 shares of $5 par value stock of 
the Brooklyn Fire Insurance Company has been 
declared by directors of the company according 
to an announcement of’ President William M. 
Tomlins. The company, which is operated 
under the management of Corroon & Reynolds, 
Inc., with the payment of. this special dividend 
amounting to $90,000, has disbursed a total of 
$240,000 in dividends during the year 1929. 

The dividend disbursement for the year 
amounts to 24 per cent upon the outstanding 
capital of $1,000,000 and to six per cent upon 
the $4,000,000 paid into the treasury of the com- 
pany by the stockholders. The special dividend 
will be payable December 20. 
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Corroon & Reynolds Make 
Marchand Canadian Head 


Prominent Montreal Manager 
of Halifax Fire Resigns for 
New Position 





Completing Dominion Staff 





Fleet tg Enter Three More Compa- 
nies in Canada Including Inde- 
pendence of Philadelphia 





J. A. Marchand, former Montreal manager 
of the Halifax Fire, was recently appointed 
Canadian manager for Corroon and Reynolds, 
Inc., and has established his headquarters in 
Montreal. Mr. Marchand’s resignation from 
the Halifax Fire was effective October 1. He 
entered the insurance business as secretary of 
the Strathcona Fire in 1909, and in 1922 he 
went to the Northern Assurance of London to 
manage the company’s interests in the Province 
of Quebec. He became associated with the 
Halifax Fire in 1924. 

A native of Canada, Mr. Marchand is well 
known to the agents throughout the country. 
He has had varied and long experience in the 
business and is well acquainted with general 
insurance conditions and underwriting practices. 

Corroon and Reynolds have two companies 
operating in Canada. They are the American 
Equitable of New York, represented by the 
general agency of J. E. Clement, Inc., at Mon- 
treal,,and the Merchants and Manufacturers of 
Newark, represented by the general agency of 
Seneca Jones and Son at Hamilton. The 
Clement organization will continue to be the 
general agent of the American Equitable in 
Canada and Seneca Jones will continue as gen- 
eral agent of the Merchants and Manufacturers. 
Both of thes offices will report to Montreal in- 
stead of New York as heretofore. 

Officials of Corroon and Reynolds are plan- 
ning to enter Canada with three more com- 
panies, the New York Fire, the Republic Fire 
of Pittsburgh and the Independence of Phila- 
delphia. 

In order to acquaint himself more thoroughly 
with the workings of the home office, Mr. 
Marchand recently spent a week in New York. 
At the present time he is organizing his staff 
for the Montreal office. 


Underwriters Associates Represent- 
ing Majestic Underwriters 

The Underwriters Associates, Inc., of New 
York, who have been facultative reinsurance 
representatives for the Inter-Ocean Reinsurance 
Company for several years, have been appointed 
general agents of the Majestic Underwriters 
of the Chicago Fire and Marine and the 
Presidential Fire and Marine Insurance Com- 
panies, for facultative reinsurance. 

The Majestic Underwriters, as of December 
31, 1928, listed assets of $4,594,792 and a sur- 
plus to policyholders of $2,076,553. 
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Utah State Tax Commission Aban- 
dons Proposal to Raise Taxes 

Satt Laxke City, Utau, Oct. 12.—Follow- 
ing strenuous opposition from insurance men, 
legislative advisory committee, State tax com- 
mission, has not only abandoned proposal to 
raise tax on net premiums from 1% to 2 per 
cent but are desirous of placing limit of 1% 
per cent in State Constitution because of certain 
considerations having to do chiefly with bank 
taxations. 








Prempire Flare 


Insurance Company,” 
of Waorertown, N.Y. 


Progress 


The progress of these 
allied companies, in 
no small part has 
come from the cordial 
cooperation of many 
friendly agents. It is 
our aim so to conduct 
our business’ with 
prompt, efficient ser- 
vice and _ unfailing 
fairness that we may 
continue to enjoy 
their support. 
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Barlett Greene Now With 
National Association 





Retires From Vice-Presidency of 
New York Indemnity Co. to 
Take New Position 

Bartlett Greene has retired as vice-president 
of the New York Indemnity Company to be- 
come assistant secretary of the National Asso- 
ciation of Insurance Agents, effective October 
14. He succeeds A. A. Klinko, who has -re- 
signed to become director ef publicity for 
Corroon & Reynolds. Mr. Greene comes to the 
National Association with a background of 
sales, insurance and publicity experience. 

Mr. Greene is well and favorably known 
to the insurance fraternity with which he has 
been associated for the past six years, first with 
the Fidelity and Deposit and later on with the 
New York Indemnity. 

Mr. Greene is a native of Philadelphia and 
received his early schooling in Germantown, 
first at the Franklin school and then at Friends. 
school. 

From Philadelphia he removed to Providence 
and four years later was graduated from Brown 
University where he was a member of the 
Alpha Delta Phi fraternity and was honored 
by election in his junior year to Phi Beta 
Kappa. 

In 1911 he became secretary and sales man- 
ager. of the Sterling Tire. Corporation of 
Rutherford, N. J., the concern of which Mr. 
Welton was president at the time. After the 
latter became associated with the Fidelity and 
Deposit, Mr. Greene joined the company in 
1923 with the Western Executive office at 
Chicago, iater entering the home office, where 
he was engaged in agency development work. 

Upon Mr. Welton’s assumption of the presi- 
dency of the New York Indemnity, Mr. Greene 
took charge of publicity and advertising of that 
company, editing the house organ “Our Folks.” 

He was in succession assistant secretary. 
Eastern agency manager, assistant superintend- 
ent of agencies and vice-president. 
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Twenty-Fourth Semi-Annual Statement of 


AMERICAN NATIONAL INSURANCE COMPANY 


OF GALVESTON, TEXAS 


W. L. MOODY, JR., President 


SHEARN MOODY, Vice President 


W. J. SHAW, Secretary 


Writes ORDINARY—INDUSTRIAL—GROUP—HEALTH AND ACCIDENT 
FINANCIAL STATEMENT, JUNE 30, 1929 


ASSETS 

NES ROME oc ci utd b ero cists nee # $1,401,901 .87 
Real Estate Contracts of Sale................ 394,731 .58 
I ROD Ss eS ie Secieicm tree 6 spe sid 66H 16,265,516 .18 
EN ool, Waals ww RICE N iow V'om wie 3,312,486 .08 
SPIES IOUGEN nc orcawie se 88a wre pens eres een 10,016,522 .49 
POE AIINIIB 06s sco ssc sbe esd eswsesasenss 1,100,000 .00 
SURI UDINNIND sea hi. sioibiors ssi Gap Sa <6 1,315,998 .53 
Certsicates Of Deposit... oie ccecccvcwccccees 14,494 .77 
Interest Due and Accrued..................-.- 582,949 .56 
Deferred and Uncollected Premiums.......... 1,197,595 .00 
ENN ooo aos aida to opne wiwtclwin’ gs 160 78,669 .32 

PMU caw iawn kr iwcweneiaweeuacen $35,680,865 .38 





LIABILITIES 
Net Reserve (American Experience Table, 3 and 
8 ER Ee en EE Oe $30,305,015 .53 


Reserve for Death Losses and Maturities in Pro- 


GAINS MADE DURING SIX MONTHS OF 1929 


Increase in insurance in Force, first half of 1929 
Increase in Admitted Assets, first half of 1929 


Insurance in Force June 30, 1929 
$568,557,042.00 


CBS OPANCIUGISDORE 5 55:50c od uiiwshdeibeceesis 417,656 .00 

MROCROEVO 1Of PBRES 6s oo. « eecaw sibs Lesineregee vee es 127,225 .95 

Miscellaneous Liabilities................0.000- 230,235 .32 
CamaStOek « o6% oois-0iercne wes 6d $2,000,000 .00 
Assigned Funds and Surplus..... 2,600,732 .58 

Surplus Security to Policyholders............. 4,600,732 .58 

MOURNE TAMMIE 06.6 55.5 5.56. s5e os hc eweee $35,680,865 .38 

Pe Oe oh ye et asa al ig Rene ova) Sle a $21,913,254.00 

Dns hs bua CN nine oak a eae eer eure wae 2,295,945.72 


Total Paid Policyholders Since Organization 
$32,694,107.00 


Operates From Coast to Coast 
Canada to the Gulf, The Republic of Cuba and Territory of Hawaii 


Gross Income Per Month Exceeds 


Ee eer ere er $1,350,000.00 
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Rot Wer Chews Bing 
Swallows Diamond 


Little “Billy” pulls scarf from dresser, scattering con- 
tents of jewel case on floor. Playful dog attracted to the 
shining jewelry, selects diamond platinum ring, ruins the 
mounting and swallows large diamond. Diamond eventu- 
ally recovered. 

Assured collected for damage under Personal Jewelry 
Policy arranged by 


A. F. SHAW & CO.,., Inc. 


Insurance Exchange 75 Maiden Lane 
Chicago, Ill. New York City 


General Agents—‘“All Risks” Department 
Saint Paul Fire & Marine Insurance Co. 



































EXCESS UNDERWRITERS, 


INC. 
75 FULTON STREET 
Successors to HENRY W. IVES & CO. 


CASUALTY EXCESS & REINSURANCE 


SECURITY MUTUAL CASUALTY CO. 


of Chicago, Illinois 
and 


ASSOCIATED REINSURERS 
ASSETS OVER. $30,000,000 


ONE OF THE STRONGEST CASUALTY 
EXCESS REINSURANCE GROUPS 


BROKERS ACCOUNTS SOLICITED 
Inquiries Invited 


JOSEPH P. GIBSON, Jr. 
Resident Manager 


Telephone 
BEEkman 6727 
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$400,000,000 Lost Annually 
by Fraud in America 


W. L. Clemens of National 
Surety Estimates Yearly Loss 
to American Business 





Bankruptcy Quite Profitable 





Concealment of Assets and Incendi- 
ary Fires Are Two of Principal 
Methods of Credit Frauds 





A fair estimate of the total annual loss to 
American business from credit frauds is 
$400,000,000 according to Capt. W. L. Clemens, 
vice-president of the National Surety Company 
in charge of the credit insurance department. 
Various authorities, including the National 
Association of Credit Men, are estimating this 
annual credit fraud loss at from $250,000,000 
to $500,000,000. 

“Principal methods of credit frauds,” Capt. 
Clemens said, “are concealment of assets, 
fraudulent financial statements, using the 
United States mail to defraud, destruction, 
alteration or mutilation of books with intent 
to defraud, incendiary fires. 


Methods of Frauds 


“Methods of defrauding merchants and 
creditors in bankruptcy take various forms. 
One is to enter fictitious debts upon the books 
of the debtor and paying them just before the 
failure in such a way that the money comes 
back to the bankrupt and is never accounted 
for. Another is to use the name of a reputable 
house to get credit and then divert the goods 
during delivery. Fraudulent burglaries, leaving 
the merchant with a small stock of undesirable 
merchandise and inability to pay for the goods 
stolen. Often money received for merchandise 
is not entered on the books of a business man 
who sees bankruptcy approaching. 

“In short, bankruptcy is becoming quite a 
profitable profession. Moral or ethical business 
standards, in matters of credit are not as high, 
in my opinion, as before the war. For this 
reason, more attention should be given to the 
personnel and moral character of all applicants 
for credit. 

“There is undoubtedly a shortage of money 
for use in ordinary business enterprises for 
which the present large volume of speculation 
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J. H. Dodge Joins Constitution 
Indemnity 

The Constitution Indemnity Company of 
Philadelphia has recently added to its staff 
J. H. Dodge, who will serve them in the 
capacity of assistant manager of their bonding 
department. 

He was for several years employed in the 
Superior courts of Boston; and his entrance 
into the insurance business was made through 
John C. Paige and Company, who at that 
time were general agents for the National 
Surety Company. 

From this agency he went to the home office 
of the Massachusetts Bonding Company in 
their judicial department. He was subsequently 
engaged with several well known surety com- 
panies and general agents in Chicago and 
Kansas City, and came to Philadelphia with 
the Indemnity Insurance Company of North 
America as underwriter of judicial, bankers 
blanket and depository bonds. 








is responsible,” said Capt. Clemens. “Many 
failures in recent months can be attributed 10 
lack of banking accommodations which the 
business concerns have heretofore received, and 
probably counted upon.” 


AUTHORITY ON CREDIT 
INSURANCE 





Capt. W. L. Clemens 





Wysong Acts to Restrict 
Indiana Reciprocals 





State Official Prohibits Associ- 
tions from Issuing Non- 
Assessable Auto Policies 


Court Restrains His Order 





Will Hold Hearing October 24 to 
Decide If Commissioner’s Order 
Shall Stand 





The first act in what likely will develop into 
a war between reciprocal insurance companies in 

Indiana and the Insurance Commissioner, 0c- 
cured when an order prohibiting Indiana auto- 
mobile reciprocal insurance associations from is- 
suing “non-assessable” policies was issued by 
Clarence C. Wysong, Commissioner. 

Within a few minutes after the order was 
issued, Judge James M. Leathers, of Superior 
Court in Indianapolis, issued a restraining order 
against the Insurance Commissioner to prevent 
the order becoming effective until October 24, 
when a hearing will be conducted to decide 
whether the restraining order shall be rescinded 
or made permanent. 

The court order was obtained by the Auto- 
mobile Underwriters, Inc., attorneys in fact for 
the State Automobile Insurance Association, 
which is said to have brought the matter to a 
head. The State organization began issuing 
what it termed a non-assessable policy some time 
ago, and it is known the Insurance Commis- 
sioner has had the matter under advisement 
since that time. 

The Insurance Commissioner’s action was in 
conformity with an opinion of James M. Ogden, 
attorney-general of Indiana, who held that poli- 
cies of the type under controversy could not be 
issued legally by such companies because of the 
very business structure of the organizations. 

Mr. Wysong’s order stated that insurance as- 
sociations must cease writing policies containing 
clauses “wherein the liabilty of the subscribers 
is limited to the amount of the premium de- 
posit.” 

Failure of the insurance associations to com- 
ply with the order would result in suspension 
of their certificates authorizing them to operate 
in Indiana, .according to the notification sent 
them by the Commissioner. The attorney-gen- 


(Concluded on page 36) 
Casualty, Surety, Etc. 
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Health And Accident Under- 
writers Appoint 





Standing Committees for 1929-30 An- 
nounced by President T. Leigh 
Thompson 


The following were appointed members of 
the Health and Accident Underwriters Confer- 
ence standing committees for the year 1929-30. 
The announcement of their appointment was 
made yesterday by President T. Leigh Thomp- 
son, Nashville, Tenn., National Life and Acci- 
dent Insurance Company: 


Auditing—L. J. Adelman, chairman, National Trav- 
elers Casualty Association; S. P.. Deeds, Ohio State 
Life Insurance Co.; T. O. Berge, North American Life 
and Casualty Co.; A. A. Jekel, Reliable Life and Ac- 
cident Insurance Co.; Jacob Ernst, Reserve Mutual 
Casualty Co. 

Constitution and By-Laws—C. O. Pauley, chairman, 
Great Northern Life Insurance Co.; C. G. Traphagen, 
Time Insurance Co.; C. P. Waldron, Inter-States Busi- 
ness Men’s Accident Association. B. B. Paddock, Cen- 
tral Casualty Co.; J. G. Ferguson, Continental Life 
Insurance Co. 

Credentials—Loring Elliott, chairman, Physicians 
Casualty Association; D. G. Trone, Indiana Travelers 
Assurance Co.; C. C. Inman, Illinois Mutual Casualty 
Co.; J. W. Carson, Pilot Life Insurance Co.; A. D. 
Johnson, United States Mutual Insurance Co. 

Educational and Publicity—R. A. Brown, chairman, 
Inter-State Business Men’s Accident Association; Glen 
Neale, Hardware Mutual Casualty Co.; B. H. Vollert- 
sen, National Casualty Co.; W. C. Cartinhour, Provi- 
dent Life and Accident Insurance Co.; R. W. Faulk- 
ner, Woodmen Accident Co. 

Entertainment—V. M. Ray, chairman, Hoosier Cas- 
ualty Co.; R. A. Gowdy, United Casualty Co.; Ken- 
neth Patterson, Midland Casualty Co.; L. L. Waters, 
National Accident Insurance Co.; C. H. Stevenson, 
Norwich Union Indemnity Co.; James Powell, South- 
ern Surety Co. 

Grievance—C. S. Drake, chairman, Empire Life and 
Accident Insurance Co.; A. J. Alwin, Minnesota Com- 
mercial Men’s Association; E. G. Robinson, National 
Masonic Provident Association; R. L. McOuat, Busi- 
ness Men’s Indemnity Association; C. F. E. Peterson, 
Progressive Assurance Co. 

Legal—E. St. Clair, chairman, North American Ac- 
cident Insurance Co.; Earl C. Mills, Iowa State Trav- 
eling Men’s Association. D. E. C. Moore, Pacific Mu- 
tual Life Insurance Co.; H. N. Lukins, Washington 
Fidelity National Insurance Co.; Thos. Watters, Jr., 
Inter-State Business Men’s Accident Association. 

Legislative—James F. Ramey, chairman, Washing- 
ton Fidelity National Insurance Co.; W. J. B. Janisch, 
Lumbermen’s Mutual Casualty Co.; H. S. Bean, East- 
ern Casualty Insurance Co.; G. E. Tyrrell, Wisconsin 
Accident and Health Insurance Co.; Ben Haughton, 
International Travelers Assurance Co.; Gustaf Lind- 
quist, Travelers Equitable Insurance Co.; C. A. Heb- 
bard, United Commercial Travelers of America; Grady 
Challes, Federal Surety Co.; John J. Lentz, American 
Insurance Union; J. W. Blunt, Monarch Accident In- 
surance Co. 

Manual—R. S. Hills, chairman, Massachusetts Bond- 
ing & Insurance Co.; L. N. Ambler, Massachusetts 
Bonding & Insurance Co.; Rogers Billings, Fraternal 
Protective Insurance Co.; J. W. Horton, Pacific Mu- 
tual Life Insurance Co.; F. C. Crittenden, Associate 
Member. 

Membership—Frank P. Proper, chairman, Employers 
Reassurance Corp.; C. W. Young, Monarch Accident 
Insurance Co.; R. J. Giles, Occidental Life Insurance 
Co.; H. H. Stryker, First Reinsurance Co. of Hart- 
ford; N. L. Criss, Mutual Benefit Health and Accident 
Association. T. C. Brownlee, Northwestern Life and 
Accident Co.; W. Freeland Kendrick, Commonwealth 
Casualty-Co.; Frank M. Feffer, Abraham Lincoln Life 
Insurance Co.; E. E. Meares, St. Lawrence Life As- 
sociation; J. V. Hardy, Southern Travelers Association. 


Casualty, Surety, Etc. 


War Risk Insurance Invalidated 

Federal Judge Taylor in a decision at John- 
son City, Tenn., has held that John Joseph 
Coloby cannot collect a $10,000 war risk policy 
on which he failed to pay premiums during a 
period of total disability. He claimed that 
that payment of premiums was waived in view 
of his disability caused by illness contracted 
during his service. 

Hundreds of other similar cases are said to 
be pending in the courts of the country. Coloby 
is expected to appeal his case to the United 
States Court of Appeals. 


Concord Casualty and Surety Gets 
License in Illinois 

The Concord Casualty and Surety Company 
of New York has been licensed to transact busi- 
ness in the State of Illinois, according to an 
announcement made by its president, Harold R. 
Cronin. Mr. Cronin was formerly president of 
the Equitable Casualty and Surety Company. 


Constitution Indemnity Appoints 

The Constitution Indemnity Company of 
Philadelphia has recently added to its staff A. 
B. Hearne, as superintendent of the automobile 
claims department. 

Mr. Hearne was born in 1884 in the town 
of Delmar, Delaware, and educated in the 
public and high schools there. He prepared 
for the medical profession at the Preparatory 
Medical School of Philadelphia, and in 1904 
entered Jefferson Medical College, where he 
remained for two years. 

In 1922 he went to the Indemnity Insurance 
Company of North America as _ assistant 
superintendent of the home office claim depart- 
ment, which position he held until 1928, when 
he became a_ special representative of the 
claims department of that company, traveling 
over the entire southern section of the United 
States. 








Program and Press—F. L. Barnes, chairman, Provi- 
dent Life and Accident Insurance Co.; W. E. Brim- 
stin, Federal Life Insurance Co.; H. A. Woodward, 
Old Line Life Insurance Co.; E. C. Bowlby, Fidelity 
Health and Accident Co.; V. E. Nutt, Great Western 
Insurance Co. 

Reception—E. C. Budlong, chairman, Federal Life 
Insurance Co.; J. Patterson, Midland Casualty Co.: 
T. M. Simmons, Pan-American Life Insurance Co.; 
J. J. Helby, Federal Casualty Co.; A. E. Forrest, 
North American Accident Insurance Co. 

Resolutions—J. S. Irish. chairman, Iowa State Trav- 
eling Men’s Association; W. W. Putney, Midwest Life 
Insurance Co.; M. W. Hobart, Ministers Casualty 
Union; E. H. Speckman, Kentucky Central Life and 
Accident Insurance Co.; Bunyan Davis, United Crafts- 
man Insurance Co. 

Statistics—F. R. Parks, chairman, Loyal Protective 
Insurance Co.; J. R. Leal, Inter-State Life and Acci- 
dent Co.; F. Edward Rushlow, United Life and Acci- 
dent Insurance €o.; L. M. Wilson, Century, Indem- 
nity Co.; J. Kelso Mairs, Boston Casualty Co. 

Committee on Taxation and Co-operation—J. W. 
Scherr, chairman, Inter-Ocean Casualty Co.; W. C. 
Safford, American Liability and Surety Co.; J. F. 
Ramey, Washington Fidelity National Insurance Co. 





Public Hearing on Auto Line 
to Be Held in Texas 


Will Consider Formulation of Rates 
for 1930 Models of Cars and 
Uniform Policy Endorse- 
ment Forms 

Datias, Tex., Oct. 16—A public hearing on 
automobile insurance will convene at Austin 
on October 29 it is announced by W. S. Pope, 
casualty insurance commissioner. 

Among the topics to be discussed at the 
hearing are a general consideration of the na- 
ture and extent of enforcement of the automo- 
bile insurance laws, the formulation of rates 
for 1930 models of automobiles, uniform policy 
forms and endorsements, statistical and forms 
for gathering experience on automobile insur- 
ance, rehearing on fire and theft rates on fleets, 
all forms and rates on risk policies, creation 
of a classification for retail ice cream peddlers, 
service bureau and conflict in existing rules. 

All companies writing automobile lines in 
Texas have been asked to attend the hearing 
or have representatives there. 





The commission has just recently assumed 


a policy of working out a complete set of rate 
schedules and rules governing the writing of 
automobile insurance in Texas and is anxious 
to make these satisfactory to all concerned. 


Wins False Arrest Suit 

BirmincHaMm, Ata., Oct. 12—The Alabama 
Supreme Court has just upheld a verdict of 
the lower court rendering a judgment of $2,000 
against Former Sheriff Thomas J. Shirley, of 
Jefferson county and the United States Fidelity 
and Guaranty Company for the false arrest of 
Harmond McDonald. A jury in lower court 
brought in a verdict of $7,500 judgment but 
the trial judge held this excessive and cut it 
to $2,000 which was allowed to stand by the 
higher court. 


Indiana Reciprocals War With 
Commission 
(Concluded from page 35 
eral’s opinion stated that insurance laws of the 
State require a definite ratio of reserve funds 
for reciprocal organizations, and that this pro- 
vision requires that “the subscribers or their at- 
torneys for them are required to make up any 
deficiency in said reserves.” 

“TI do not see how that could be done except 
by assessment,’ the attorney-general held. 
“This provision, in my opinion, is clearly for 
the protection of the subscriber whose loss has 
not been paid and he has a right to look to its 
observance for his further security. If this is 
not true, then the provision is an idle legisla- 
tive gesture.” 

The orders were issued to three reciprocal 
insurance associations—the State Automobile 
Insurance Association, the Old Trails Automo- 
bile Insurance Association, and the Oak Auto- 
mobile Insurance Association. Officials of the 
companies offered no comment upon the Com- 
missioner’s order. 
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Is 


Business 
A 


Breeder 
of 


Crime? 


By VINCENT CULLEN 


Vice-President, National Surety 
Company 


To answer this question in the affirmative 
would, in effect, be indicting business generally 
but as harsh as this may seem it is necessary 
for me to say that in my opinion, business 
breeds crime. 

As I see it, there are mary arguments to 
support my decision but I believe that the 
most convincing one is that crime reaches its 
height in large metropolitan centers and is at 
a low ebb in small, quiet towns and suburban 
communities. 

If the curve of crime were projected upon 
a chart, I am certain that the high spot of the 
curve would touch big metropolitan centers 
like Chicago, New York, San Francisco, etc. 

What does this prove? It proves, in my 
opinion, that the money and business centers 
where all the activity is greatest, where all are 
concentrated upon trade, exchange, dollars, etc., 
crime is rampant because in such large centers 
all people have their minds on the one great 
accomplishment, namely: the making of money, 
and all else is apparently neglected. 

I recall that when we were young we were 
warned if we wished to preserve a high moral 
standard, to avoid even the occasions of sin. 
Therefore, I say that by the same token the 
farther we withdraw from business activity, 
the less incentive it leaves for crime. 

No business of any size can be handled 
directly by the principal party at interest. It 
is necessary for the owner or dominating factor 
in any business to delegate authority. As the 
business expands throughout ‘the country and 
perhaps over the globe, this delegation of 
authority is stretched farther and farther; on 
the shoulders, very often, of untrained subor- 
dinates responsibility is placed. These very 
subordinates have seen what is called “business 
expediency.” They have observed, perhaps, the 
questionable methods in getting ahead, in de- 
feating ‘litigation, in maintaining prices and 
they naturally become imbued with the same 
thoughts and theories. In many cases, not 
being trained men, they go a step farther and 
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Although Vincent Cullen in the accompanying article discusses an academic 
question, he is in fact, one of the foremost producers of surety business in the 
country, as the record of the National Surety’s Greater New York department, 
of which he is manager, will attest. The department was organized May 1, 
1928 when Mr. Cullen left the Fidelity and Deposit Company, and with a “hand 
picked” staff of approximately 175 employees, all specialists in their respective 
lines, he increased the company’s business from $4,100,000 to $4,812,000. This 
year the business of the department will total somewhere between five and a 
half and six million dollars. 

Contrasted with other surety companies, Mr. Cullen’s staff of 175 is com- 
paratively small and yet his department, located at 118 William street, is the 
largest surety office in the world. Each member of his staff has had home 
office and “street” experience and all of them have been in the insurance 
business for at least six years. More than 1450 brokers are writing business 
through Mr. Cullen’s office. 

Vincent Cullen was born in Baltimore, Md., September, 1885. He attended 
St. Vincent’s Academy there, and continued his education at the Baltimore 
Polytechnic Institute. His first job after leaving school was in the mailing 
department of the American Bonding Company, and up to the present time he 
has been (except for the time spent campaigning on the Mexican Border and 
in France with the A. E. F.) engaged in the insurance business. 


Mr Cullen said, “I do not know exactly why I did enter the surety business, 
excepting that my father was a very personal friend of James Bond, the then 
president of the American Bonding Company. The surety business was very new 
at that time and when my father sought advice as to whether I should leave 
the Technical Institute and complete a college course, Mr. Bond advised him 
to put me into this new bonding business, which was just about branching 


out, and I took a position in the company.”—Ed. Note. 








so on, until they actually in many instances 
commit criminal acts—first, for the benefit of 
their businesses and, second, which is but a 
short step to benefit themselves. 

As surety companies are in a measure, busi- 
ness policeman, we have had a vast amount of 
experience in looking into the woes and troubles 
of other businesses and we have frequently 
found that many reputable or so-called reputable 
business houses, conduct their business in such 
fashion as to plant in the minds of their 
subordinates and employees the thought ‘that 
the end justifies the means. The very handling 
of their business breaks down the standards of 
right and inspires their employees to get ahead 
at any cost. 

Let me cite one or two examples which I 
think specifically illustrate the crime-breeding 
tendency : 





Vincent Cullen 





Recently, a prominent business house re- 
quested us to bond an employee (who, by the 
way, was a clever salesmen) for a certain 
amount. We found upon investigating the 
man’s record that while he was undoubtedly 
clever and perhaps brilliant, he had no moral 
standards whatever and so long as he was 
making money, he would remain straight—but 
if put under extraordinary pressure he would 
make money anyhow. 

We pointed out to the concern that the man 
had been involved in a number of shady trans- 
actions and they admitted their knowledge of 
it but persuaded us that the man would be all 
right and finally he got his bond. 

It was only a question of months before this 
man became involved; at the same time the 
house became involved and this clever salesman 
had shown his tricks to several of his brother 
salesmen so that in a short time he had worked 
up a clique among the sales force, showing 
them how to put over their deals dishonestly 
but quickly. 

In my opinion that employer bred and devel- 
oped crime right in his own organization be- 
cause he wanted this super salesman to dispose 
of his wares. 

Instances where subordinates or employees 
have been directed by their superiors to make 
statements or sign papers that were inexact 
to protect their employers are, of course, 
frequent. 

I think that if you would take the time 
you could note accurately the increase of crime 
with the increase of business. Surely crime 
is more frequent today and in a great many 
different forms than it was a hundred or a 
hundred and fifty years ago because there is 
more business, there are more dollars, there 
is more display, more show of success and a 
great number of employees and subordinates, 
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in New York October 24 





Insurance Institute of America Plans 
Series of Lectures on Handling 
of Claims 


A series of lectures by some of the foremost 
authorities on insurance is included in the senior 
course in suretyship of the Insurance Institute 
of America, given by the Insurance Society, 
which will begin October 24 at 5:15 p.m. in the 
board room of the National Board of Fire Un- 
derwriters, 85 John street New York. The 
course includes complete instruction in the han- 
dling of claims and is designed to give the stu- 
dent an insite of where protection is needed. 
This phase of the course also assists in under- 
writing, bringing out the possibilities under the 
surety bond. 


While the time devoted to lectures on the 
various subjects is of necessity rather short, 
enough time is devoted to give the student suf- 
ficient general knowledge of the subject to en- 
able him to pursue his search for additional in- 
formation along the lines suggested in the 
course. 


The program for the course follows: Oc- 
tober 24—Organization of class; instructions 
and description of course; presentation of prizes 
of students by W. Douglas Owens, of the com- 
mittee on prizes, George E. Hayes, vice-presi- 
dent, Union Indemnity Co., presiding. 

October 31—Fidelity bond claims, John Lew, 
manager fidelity claim department of Fidelity & 
Deposit Co. 

November 7—Federal and public official bond 
claims, E. Vernon Roth, assistant counsel, Co- 
lumbia Casualty Co. 

November 14—Bankers’ and Brokers’ Blanket 
Bond Claims, Henry W. Nichols, III, general 
attorney, National Surety Co. 

November 21—Bankers’ and Brokers’ Blanket 
Bond Claims, Henry W. Nichols, III. 

December 5—Forgery and Securities Blanket 
Bond Claims, Arthur B. Cross, fidelity and 
surety claims department, Metropolitan Casualty 
Insurance Co. 

December 12—Court and Judicial Bond 
Claims, Ira L. Anderson, attorney-at-law. 

December 19—Depository and Miscellaneous 
claims, N. E. Wheeler, counsel, bonding claims 
department, Royal Indemnity Co. 

January 2—Contract Bond Claims, Edward 
N. Moseman, counsel, Southern Surety Co. 

January 9.—Defaulters, Arthur H. Hayum, 
secretary, Consolidated Indemnity & Ins. Co. 

January 16—Salvage, B. J. McGinn, manager 
and vice-president, claim department, American 
Surety Co. 

January 23—Co-ordination, Vincent Cullen, 
vice-president, National Surety Co. 

The course will be conducted under the direc- 
tion of George E. Hayes, vice-president of the 
Union Indemnity Co., who is chairman of the 
surety educational committee of the society. 
He will be assisted by Edward N. Moseman, 
counsel of the claim department of the South- 
ern Surety Co., who will conduct the lectures 
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Course in Suretyship Begins 


Safety Group Meets to Plan 
Winter Drive 

For the purpose of formulating a definite 
plan of campaign for the fall and winter months 
in its movement to reduce the number of casu- 
alties on new buildings in the metropolitan 
district the Accident Prevention Committee of 
the Building Trades Employers’ Association of 
the City of New York met at noon in the 
Building Trades Club, 2 Park avenue. 

Henry W. Lohmann, vice-president of James 
Stewart & Co. Inc., and chairman of the 


committee, presided. 

William G. Wheeler, executive secretary of 
the committee, returned to headquarters last 
Thursday having made addresses on safety work 
at the eighteenth annual Safety Congress. 
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Texas Insurance Commissioners to 
Discuss Auto Lines 

Austin, TEex., Oct. 14—The Texas Board 
of Insurance Commissioners will hold a public 
hearing at Austin October 29 at which auto- 
mobile insurance will be discussed. Among the 
topics to be discussed are continuation of hear- 
ing on uniform policy forms and indorsements, 
forms for gathering experience on automobile 
insurance, actual value of policy rates, rehear- 
ing on fleet rates fire and theft, public liability, 
property damage, all forms and rates of risk 
ice cream truck peddlers, installment plan for 
policies, erection of a classification for retail 
automobile casualty premiums, the nature and 
extent of enforcement of the automobile insur- 











“Equitable 
in Practice 
as in Name” 
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EQUITABLE 
Casualty and Surety Co. 


JOHN L. MEE, President 


ance law. 


“, . . and the ball struck the 
caddie right over the eye, 
and Myrna told me it would 
have cost her nearly $300 if 
she had not had that new 
‘Sports Liability Endorsement’ 
on her automobile _ insur- 
ance.” * 


Agents representing this company 
know that they have the most 
modern policies and the fullest 
coverage to offer. That knowledge 
brings sales confidence and wins 


recognition from clients. 


Our executives are agency- 
minded in all their dealings with 
Most of them have 
themselves been agents and are thus 


producers. 


equipped to give agents’ problems 
careful, personal and understand- 


ing attention. 


*Mr, John L, Mee, Pres. 
Sane Casualty & Surety Co. 
2 fayette St. 

New York City. 


Dear Mr. Mee: 


I am interested in learning more 
about the ‘‘Sports Liability En- 











dorsement’’ you have originated 

and about the advantages of your 

company. 
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ASSURANCE COMPANY, Ltd. 
of LONDON 


150. WILLIAM STREET NEW YORK 
147 years of successful business operation. 


PHOENIX 


= INDEMNITY COMPANY 


150 WILLIAM STREET NEW YORK 
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Equitable Life and Casualty Insurance Company 
OFFERS: The public th test value on the market including, Life time 
ieemedine--dieldieale--aem-aueouion — non-cancellable features—Backed 


by a second to none claim paying reputation. e 
‘o real producers, high first commissions, substantial renewals and bonus. 


Exceptional opportunity for district managers now in Illinois, Kentucky, 
California, Colorado, Oklahoma and Indiana. 
360 North Michigan Ave., Chicago, Illinois 

















Provident “Mutual 
Life Insurance Company of Philadelphia 


Founded 1865 




















| THECOLUMBIAN NATIONAL 
LIFE INSURANCE COMPANY 


Boston, Massachusetts 
Arthur E. Childs, President 














Columbian National Agents can offer the best in 
LIFE, ACCIDENT, and HEALTH INSURANCE 


Columbian National Policies 
make selling easier 





Policies backed by one of the very strongest companies 
in the country, having ample capital, surplus and 
highest standard of reserves. Exceptional oppor- 
tunity is offered to salesmen of character and ability. 
Communicate — “a 

ency partment 
77 Franklin Street, Boston, Mass. 














WE WANT MEN 
































—men who are self-con- Oo 
fident— INDIANA 
—men who are morally KENTUCKY 
dependable— ge 
—men who are finan- WES 
cially responsible— PENNSYLVANIA 
TEXAS 
—men who are anxious HO 
to accomplish results— CALIFORNIA 
—men wha are open to Partnership-basis ILLINOIS 
Agencies IOWA 
LIFE HEALTH ACCIDENT 
THE OHIO STATE LIFE INSURANCE COMPANY 7 
ell it all im the 
Columbus, Ohio first letter—Time ts 
Standard Sub-Standard Super-Standard Money. 





















STATE MUTUAL LIFE ASSURANCE CO. 


of Worcester, Massachusetts 





Announces the 
Extension of its Territory to the West Coast 
and Its Entrance into the State of Kansas 





INCORPORATED 1844 
‘and now in its 


EIGHTY-FIFTH YEAR OF SERVICE 





OPPORTUNITY! 


Desirable Territory Open for Gen- 
eral Agencies. Liberal Contracts. 


THE CAPITOL LIFE INSURANCE COMPANY 


Denver, Colorado 








SUCCESSFUL ANSWERS TO 
C. L. U. DEGREE QUESTIONS 


The Question and Answer Series of the Chartered Life 
Underwriters’ Examination published in five installments in 
THE INSURANCE FIELD, aroused such intense interest 
throughout the country that in response to the many re- 
age from our subscribers, we have reprinted it in book- 
let form. 








32 pages, 6” x 9”, crammed with absorbing fundamentals 
of the life insurance business, including Life Insurance 
Salesmanship, Commercial and Insurance Law, Finance 
and General Educational features. 






This series does not purport to show perfect answers to 
each question, nor to indicate that the answers presented 
were the best that appeared on any paper, but rather to give 
representative answers. Many of the questions and prob- 
lems involved the use of judgment on the part of the can- 
didate. Accordingly, no hard and fast solution could be 
expected. Credit was given for the reasonableness of a 
candidate’s answer and the intelligence with which he ap- 
plied his knowledge. 













Single copy $1.00, postpaid 


Discount on quantity orders 









Send Your Order to 


THE INSURANCE FIELD CO. 
P. O. Box 617 Louisville, Ky. 
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New Service Department for 
Union Indemnity 


New York Indemnity, and North- 
western Casualty in Boston 
Also Get Service Bureaus 
The Insurance Securities Company, Inc., 
announces this week that a service department 
for its three casualty companies, the Union 
Indemnity, the Northwestern Casualty & Surety 
and the New York Indemnity, has _ been 
established and is now located at Room 1004, 
40 Broad street, Boston, in the quarters 
formerly occupied by the New England branch 
of the New York Indemnity. The branch of 
the latter company has been discontinued, and 
the former service office of the Union Indemnity 
and the Northwestern Casualty & Surety has 
been removed -from 10 Broad street to the 
new location in the Insurance Exchange build- 
ing. The telephone number of the combined 

service office is Hancock 6520. 

Agents of the companies will continue to 
receive the high grade servicing that has been 
available in the past. Charles O’Leary is in 
charge of the claim department and A. L. 
Fehey manages the inspection and payroll audit 
department. 

George W. Roberts, special agent, will make 
his headquarters with the new service depart- 
ment in Boston. 


Business and Crime 
(Concluded from page 37) 
who watch the workings of their employers, 
are convinced by the very looseness of these 
methods that money is not made ‘honestly but 
is made very often by trickery. 

Large companies who employ men to rep- 
resent their interests in other cities, other States 
or other countries, if you please, and do not 
pay these men a sufficient living wage, are 
breeding crime. For a long while I watched 
the foreign force of a certain large oil company 
and was very much interested to note that they 
had no defalcations whatever, although their 
men who were spread all over the world, had 
almost unlimited authority and could have 
caused huge losses over long periods without 
detection. While on the other hand their do- 
mestic representatives throughout the country 
were frequently involved and the surety com- 
panies were paying heavy losses. I called to 
see the oil company and told them that it 
had been our experience that large losses were 
caused by men sent to distant countries, away 
from their friends, their families, men clothed 
with a lot of authority, who for one reason 
or another, finally went wrong. This man 
got his payrolls and he showed me the reason. 
Every one of these foreign men were paid 
handsomely, they were given substantial vaca- 
tions every year, they were fussed over and 
made much of and they had no incentive what- 
ever to steal; they had every incentive to be 
honest, whereas the domestic men were so 
underpaid that the weak ones had every in- 
centive to make money on the side to increase 
their income, thereby eventually causing losses 
to the oil company. 
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Standard Surety Names Agent 
in West Virginia 





Wheeling Realty Corporation Ap- 
pointed General Casualty and 
Surety Representatives 
Stanley Maynard, manager of agencies of 
the Standard Surety and Casualty Company of 
New York has announced the appointment of 
the Amord Realty Corp., 1530 Market street, 
Wheeling, W. Va., as general casualty and 
surety agents. The insurance department of 
the Amord Company is directed by Barnett 
Benjamin who has been active in the insurance 
business for 16 years. The company operates 

extensively in northern West Virginia. 


Says Certainty of Punishment 
Halts Commercial Crook 





Dr. Stephen Miller Outlines Value of 
System in His Report to Credit 
Men Directors 


Cuicaco, Oct. 14.—Certainty of punishment 
provides business with its best weapon against 
the commercial crook, Dr. Stephen I. Miller, 
executive manager of the National Association 
of Credit Men, told directors of the associa- 
tion here today in presenting the report of the 
association’s credit protection department. 

“For four years the National Association 
of Credit Men has been fighting the commercial 
criminal within its own field of wholesale 
credit,” Dr. Miller said. “We have spent 
$1,400,000 in maintaining a nation-wide in- 
vestigating staff, and I believe the results of 
this broad experiment prove conclusively that 
certainty of punishment is the answer to the 
crime problem in the whole field of business. 
In some sections of the country, certainty of 
punishment for credit frauds has _ been 
practically established, and in these sections 
fraudulent bankruptcies and other credit fraud 
rackets have all but ceased.” 














ARE YOU MAKING PROGRESS? 


If not would you like to know why 
NATIONAL CASUALTY Salesmen forge 
ahead continually? A post card inquiry will 
do. 

We have a complete line of Commercial, 
Industrial, Group and Deferred Payment Ac- 
cident.and Health policies. A connection with 
this company may be the turning point in 
your life. 


NATIONAL CASUALTY CO. 
Detroit, Mich. 
W. G. CURTIS, Pres. 
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Insurance Companies Largest 
Users of Night Air Mail 





Payment of Death Claims to Bene- 
ficiaries Is Speeded Up Through- 
out Country 

The recent air mail shipment of bank certifi- 
cates, having face value of $75,000,000, from 
San Francisco to Chicago, New York and east- 
ern points, is not only another evidence of the 
larger use of air mail and express by banks and 
financial institutions, but evidence of increasing 
dependability and safety of air mail. 

The Boeing System, which operates the San 
Francisco-Chicago and Los Angeles-Seattle air 
mail ‘routes, quoted figures to show that more 
mail was lost in the recent sinking of the Ves- 
tris than has been lost in ten years of operation 
of the air mail, and less than was recently ce- 
stroyed in the burning of mail cars in an eastern 
terminal. While the shipment of these cer- 
tificates contained in 15,000 letters and weigh- 
ing 3000 pounds was unusual, the daily total of 
banking paper and securities handled by the es- 
tablished air mail lines averages approximately 
$24,000,000 a day. This large volume is hur- 
ried by air mail to save one to three days’ in- 
terest. This explains why banks, investment 
houses and insurance companies rate as the larg- 
est users of air mail and express. 

Insurance companies rate among the largest 
users of air mail. Some of the uses by insur- 
ance companies include all first-class corre- 
spondence between the home office and outside 
branch offices, mailing of death payments. 


SOUTHERN SURETY 
CO. OF NEW YORK 


General Offices 
9th & OLIVE STS. ST.LOUIS, MO. 














Admitted Assets 


$11,500,000.00 


We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Automobile and Burglary 
Insurance. 
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Prominent Agents and Brokers 
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Representing 
Fidelity Phenix Fire United States Fire National Fire of 
of New York of New York Hartford 
Automobile of Hart- National Liberty of New Amsterdam 








ford New York Casualty Co. 
Standard of New State of Penn. Indemnity Company 
York ; Stuyvesant of New of America 
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Independent Adjuster 











GEORGE B. BUCK 


ACTUARY 


Specializing in Employee's 
Benefit and Pension Funds 


NEW YORK 


28 SPRUCE ST. 
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Established 1865 by David Parks Fackler 
EDWARD B. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 


Audits Calculations Consultations 
Examinations Valuations 
28 CHURCH STREET NEW YORK 




















| JNO. A. COPELAND 
Consulting Actuary 


Suite 1027, Candler Bldg. 
ATLANTA, GEORGIA 














ERSTON L. MARSHALL 
CONSULTING ACTUARY 


919 Hubbell Building 
DES MOINES, IOWA 














MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 
Bar Building, 36 W. 44th St. 
NEW YORK 











T. J. McCOMB 
CONSULTING ACTUARY 














WOODWARD, FONDILLER and RYAN 
LTING ACTUARIES 
INSURANCE ACCOUNTANTS 
Harwood E. Ryan 
Richard Fondiller 
Jonathan G. Sharp 


75 Fulton St. 
New York 



































Colcord Bldg. OKLAHOMA CITY, OKLA. 





FRANK M. SPEAKMAN 


Consulting Actuary 


Associates 
Fred E. Swartz, C. P. A. 
W. L. Clayton 


E. P. Higgins 
THE BOURSE PHILADELPHIA 
















DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 



















L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


128 North Wells Street, Chicago 














JAMES H. WASHBURN, F. A. I. A. 
Consulting Actuary 

LIFE INSURANCE — Ordinary, Intermediate, 

Group, Industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
420 LEXINGTON AVE. NEW YORK CITY 





Room 101 Memorial Bldg., Nashville, Tenn. 

















Consulting Actuaries 





SIDNEY H. PIPE, 
Fellow, Actuarial Society of America, 
Fellow, American Institute of Actuaries, 
eee — Institute of Actuaries. 

MAJOR E. ALL 

Associate, ene Society of America. 


PIPE & ALLEN 


Consulting Actuaries 
}_ 1711-1712 Metropolitan Bld; Bldg., Torontc, Ont. | 














HAIGHT, DAVIS & HAIGHT, Inc. 








FRANK J. HAIGHT, President 
INDIANAPOLIS 


Kansas City 
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R. M. MESSICK 

Consulting Actuary and Adjuster 
Flatiron Building 

DENVER, COLORADO 




















SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 








| 1131 Candler Bldg. ATLANTA, GA 








ALEXANDER C. GOOD 


Consulting Actuary 
404 R. A. Long Bldg. 


Tel. No. Harrison 4899 
Kansas City, Mo. 






















































ADJUSTERS & APPRAISERS 
LIMITED 
Incorporated 1914—Dominion Charter 


Claim Adjusters for Insurance Companies 


UNDER ALL POLICIES 


HEAD OFFICE: 465 St. John St., Mentreal 
Telephone Main 3300-2607 


BRANCH OFFICE: 11 Mountain Hill, Quebec City 


NEW EDITION 


THE COST 
OF DYING 


By WILLIAM T. NASH 


Including the Federal Estate Tax 
Law of 1926 


This well-known leaflet has been the 
means of closing many “‘hopeless’’ cases 
for large amounts.. Agents attest its 
usefulness. It helps sell big policies. 


THE COST OF DYING 


proves the need for life insurance to 
protect the estates of those of moderate 
means, as well as men of wealth. 


A difficult prospect, after reading 
THe COST OF DYING 


said: ‘‘No agent on earth could sell me life insur- 
ance, but I am sa to buy a paiee just the 


same”; and he up for $75,000 
USE IT AND PROSPER! 
PRICES: 

By COG ii5 65.60s.6 0s 50 sonewssawces 3 .28 
50 — Eakademaasecdinn De ema nace 8.50 
BO) = “ee Sdewidine oclcken accion soles 15.00 
Me") sod eae stmauue dew adsioadese 60.00 
MMH 2 = edge g cetera nee secenseuas 100.00 
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Aviation Insurance Likened 
to Automobile Field 


Car Coverage So Well Un- 
derstood That Air Lines Have 
Paved Road to Follow 


One Comprehensive Policy 





Analogy Between Aircraft and Auto 
Hazards Such That Aviation 
Covers Are Understood 





An informative pamphlet on aircraft insur- 
ance coverage rates has been issued by the Fire 
Association Fleet of Philadelphia whose avia- 
tion underwriting agents are Barber and Bald- 
win, Inc., of New York. The company says 
that it is now prepared to offer in a single con- 
tract comprehensive coverage including the 
more important hazards to which aviation is 
subject. 

A digest of the coverages and an indication 
for the rates as outlined in the pamphlet are 
here reproduced as an item of interest to 
all agents and underwriters of aircraft in- 
surance. 

As the pamphlet says in the foreword it would 
have been much more difficult to write a folder 
explaining aviation insurance a dozen or fifteen 
years ago—before the universal use of the 
automobile made familiar to the average lay- 
man such insurance coverages as public liability, 
property damage, collision, theft, fire, etc., but 
the analogy between the hazards of the aero- 
plane and automobile is such that most aviation 
coverages are readily understood merely upon 
mentioning the name. 

A digest of the various lines and an idea 
of the rates given in the folder follow: 

“ACCIDENTAL DAMAGE OR CRASH: This 
coverage corresponds loosely to collision insur- 
ance in the case of the automobile, and insures 
against damage or destruction of aircraft by 
reason of accident. Rates from 9 per cent 
to 20 per cent of the value of machine, exact 
cost depending upon the risk assumed. 

“Frre: This form of coverage comprehends 
the damage that occurs from fire or lightning 
in the hangar, on the ground or in flight, in- 
cluding fire following crash; it also includes 
damage sustained during transportation. Rates 
from 3 per cent to 8 per cent, depending upon 
the nature of the risk and the rate on the 
contents of hangar. 

“Tuert: In connection with this coverage, 
as with automobile insurance, a deductible 
clause is customary, whereby owner agrees to 
suffer initial losses up to $25. Rates from 
14 of 1 per cent to % of 1 per cent. 

“ToRNADO, CYCLONE OR WINDSTORM: This 
coverage is more needed in connection with 
aircraft than with any other property. Rates 
from % of 1 per cent to 3 per cent, according 
to location of risk. 

“COMPENSATION AND EMPLOYER’S LIABILITY: 
This form of insurance is regarded by com- 
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W. O. Sisson Named Head of 
Supreme Casualty Co. 





Milwaukee Organization Is Re- 
financed and Reorganized With 
Change of Management 
W. O. Sisson has been elected president and 
treasurer of the reorganized and refinanced 


Supreme Casualty Company of Milwaukee, Wis... 


The health and accident insurance company is 
now operating under entirely new management, 
John J. Tague, organizer of the company and 
its president since 1921 having resigned. Both 
Mr. Tague and W. E. Wolfe, former, sec- 
retary, have severed their relations with the 
organization. 
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Federal Surety Appoints Pacific 
Coast Official 

The Federal Surety Company announces the 
appointment of V. A. Hancock, formerly of the 
7Etna Casualty Company and later of the Met- 
ropolitan Casualty Company, as resident vice- 
president of the Pacific Coast department. 

Mr. Hancock will have headquarters in San 
Francisco and will have supervision over Wash- 
ington, Oregon and California. 

The company has just been licensed in Vir- 
ginia. 

The new officers of the company are: vice- 
president, Benjamin T. Schiek; secretary, John 
A. Dorney and assistant treasurer, Elsie Hoff- 
meister. 








panies as an accommodation, and they do not 
write it unless applicant is already carrying 
other aviation insurance in adequate amounts. 
Premium varies according to State, also as 
to whether employees are flyers or non-flyers, 
and whether planes are flown for instruction 
and other hazardous purposes. 


“Pusiic Liapitity: This class of coverage 
is written with a stipulated limit upon an in- 
dividual, limit for one accident, and total limit 
under the coverage. The usual limits are from 
$5/10,000 and up, with $100,000 in all. Pre- 
miums range from $95.00 to $176.00. Limits 
up to $500,000 may be arranged if required. 

“Property DAMAGE: Most claims under this 
coverage are from farmers whose crops are 
damaged by forced landings, and property own- 
ers whose buildings are damaged by falling 
machines. Usual limits $1,000 to $5,000. Pre- 
miums from $72.00 to $144.000. Higher limits 
may be arranged if required. 

“PersoNAL AcciwwENT: This coverage is 
usually against death only, but dismemberment 
benefits may be included for an additional 
premium, and weekly indemnity benefits may 
also be secured. Premiums for death only, 
1 per cent to 10 per cent. Ten per cent addi- 
tional for dismemberments. Eight dollars to 
$40 per annum for each $5 of weekly indemnity. 

“LeGAL LIABILITY TO PASSENGERS: The 
normal rate for this class of coverage for each 
aircraft is 3 per cent of aggregate liability. 
There is a discount, however, for the number 
of passengers to be carried. For 2 passengers 
discount 3 per cent, for 3 passengers 6 per cent. 
Thus a craft carrying 2 passengers, insured for 
$5/10,000 limits would pay a premium of $300 
per annum less 3 per cent, or $291. These 
rates may be further reduced when passengers 
are not carried for hire, or not carried from 
point to point on a regular schedule. 

“Transport by air is rapidly increasing: One 
transport company now flies 40 tri-motored 
planes on commercial routes over 10,000 miles 
daily. Other companies are opening new routes 
continually. The large amount of capital in- 
vested in this new industry is causing it to 
make gigantic strides. The recent action of 
the railroads in joining forces with aviation 
to shorten time and annihilate distance in 
travel is the tendency of the times. 





“The Insurance Man’s Restcurant”’ 


46 GOLD STREET 


Between Fulton and John Streets 
New York City Phone Beekman 9991 



























~FOR 
FRIENDLY 
SERVICE ” 


Prompt Co-Operation 


The Central Surety is in an 
ideal location to render 
maximum “Friendly Service.” 
Situated in the “Heart of 
America” we give 24 hour 
service to all of the 43 states 
in which we operate. Over 
3,000 Centralizers know the 
value of such promptness, in 
rendering “Friendly Service” 
to their clients. 
PROMPT CO-OPERATION 
is assured when you “Cen- 
tralize, for Friendly Service.” 
Writing 
Casualty and Surety 
Business 


In Forty-three States 


CAPITAL, $1,000,000.00 
SURPLUS Over $1,250,000 
RESOURCES Over $4,100,000 


CENTRAL SURETY 
A URANCE 
CORPORATION. 


KANSAS CITY, MiIssouRI 


DENNIS HUDSON 
Vice-President 
Agency Manager 


Casualty, Surety, Etc. 


FRED W. FLEMING 
President 
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Insurance Without Examination 
(Concluded from page 23) 
paratively small, and not enough to afford re- 
liable results, as there were only five claims, 
but even at that the mortality on the substandard 
group was within 5 per cent of the regular ex- 

amined substandard business of the company. 

“The extremely favorable mortality on this 
business is considered not at all surprising, as 
it is known that the group was carefully selected 
from a select portion of the company’s business 
and for smaller amounts, but it was, neverthe- 
less, inferred that the mortality would be higher 
than the company’s average for policies of $3000 
and less in connection with examined business. 
In order to actually determine this a mortality 
investigation was made of policies for $3000 and 
under, issued in Michigan, North Dakota and 
Minnesota during the years 1920 to 1924, in- 
clusive, carried to the anniversaries in 1928. It 
was found, to our surprise, that the mortality 
on this examined business for the first three 
years was fifteen points higher than that on the 
unexamined business, being 81 per cent of the 
expected. For all years it was 71 per cent of 
the expected by the American Men Select. 
There was little deviation in the mortality from 
year to year or for quinquennial ages, except 
that the mortality was quite light above age 50, 
and there was quite an increased mortality dur- 
ing the second policy year, the percentage for 
that year being 103 per cent of the expected. It 
might be said in passing that the mortality of 
the company on direct business, excluding re- 
insurance, from organization to 1923, including 
the influenza epidemic, was 85 per cent of the 
expected, according to the American Men Se- 
lect Mortality Table, and that the correspond- 
ing mortality on direct business for the years 
1925, 1926 and 1927 combined was 77 per cent 
of the expected. Our standard mortality for 
1927 was quite high, 91 per cent of the expected, 
due to heavy incidence of large claims. The 
mortality for 1925 was 64 per cent and for 1926 
70 per cent. It is interesting to note in passing 
that our mortality on standard reinsurance con- 
sistently averages 50 per cent higher than the 
mortality on our standard direct, owing to the 
fact that this reinsurance is, for the most part, 
on large cases, whereas the mortality on sub- 
standard reinsurance consistently coincides with 
that on our direct substandard, owing to the fact 
that the average sized substandard policy rein- 
sured is not abnormally large. 

“While the mortality for 1925 and 1926 was 
quite light, there was an increased mortality 
during 1927 on large risks. This was reduced 
in 1928, but there appears to be an increased 
mortality this year on the larger risks. How- 
ever, the mortality this year on the selective 
risk business is even lower than previously, as 
the amount of claims to date is about 13 per 
cent less than for the same period last year with 
a larger volume of business exposed. The rea- 
son for the lower mortality on the selective risk 
business than that on the small examined busi- 
ness is unquestionably due to the fact that the 
selective risk business comes from the most 
favorable grade of the company’s business. 

Up to the present time I have heard of only 
two companies having an unfavorable experi- 
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ence with insurance without examination. One 
of these companies attempted to grant insur- 
ance without examination up to age 55. While 
its mortality was favorable up to and including 
age 45—80 per cent of the American Men Se- 
lect—the mortality above age 44 was quite high, 
138 per cent. It is therefore not to be recom- 
mended that insurance without examination be 
attempted for ages above 45. This same com- 
pany also advises that its experience in one large 
city has not been good, and it has been found 
necessary to take the privilege of writing non- 
medical business away from certain agents there. 
This is in conformity with the practice of our 
own company in certain large cities. 

The other company whose experience is re- 
ported as unsatisfactory is a large company 
writing a large portion of its business through 
industrial agents, and whose unexamined busi- 
ness, for the most part, doubtless emanates from 
the large cities. Their experience during the 
first policy year on one year’s issue was 151 per 
per cent for all ages according to the American 
Men Select, although their mortality for ages 
15 to 23 was only 68 per cent. A comparison 
was made of this mortality without examina- 
tion with similar business issued with examina- 
tion. It was found that the mortality on the 
other business was 102 per cent of the expected, 
for all ages, the mortality in the various age 
groups not deviating very far from this per- 
centage. It will thus be seen that this com- 
pany’s mortality is normally quite high on small 
business. This company estimates that their 
mortality on business of all amounts is con- 
siderably less than it is for the smallest amounts. 
Inference which may be drawn from the above 
is that there is some difficulty in transacting 
business without examination in the larger 
cities, and that this is particularly so as regards 
industrial grade. 

“We have carefully reviewed our selective 
risk death claims, disability claims and policies 
taken up. We have had 121 death claims to 
date, and found that an examination would have 
affected the underwriting in six cases. An es- 
timate has been made that the mortality factor 
in these six cases would average about 850 per 
cent, most of them being cases of tuberculosis. 
Of the thirty disability claims, examination 
would have affected the underwriting in two 
cases. These were both cases of tuberculosis 
with an estimated mortality factor of 1000 per 
cent. 

“Sixty-seven cases taken up is an undue num- 
ber as compared with our business in general. 
Examination would have affected the under- 
writing in twenty-eight of these cases upon 
which we estimate the mortality factor to be, 
on the average, about 550 per cent.” 


Prudential Reception 
(Concluded from page 24) 


Whitsitt, general counsel, of the Association of Life 
Insurance Presidents, New York city. 
Prudential directors were: John K. Gore, Howard 


Bayne, John A. Campbell, Chellis A. Austin, Roy E. 
Tomlinson, Franklin D’Olier, Albert C. Wall, George 
W. Munsick, Alfred Hurrell, Chester I. Barnard; 
State directors Dr. Edward J. Ill, of Newark; Hon. 
Edward K. Mills, of Morristown, and Edward Gray, 
of East Orange. 

Also vice-presidents John W. Stedman, Willard I. 
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Hamilton, Archibald M. Woodruff, Frederick H. 
Johnston, Robert H. Bradley and General Solicitor 
Charles B. Bradley, all of the Prudential. 


Prudential Junior Executives: Second vice-presi- 
dents, Frederick A. C. Baker, Henry B. Sutphen, John 
P. Mackin; assistant secretaries, John H. Birkett, 
Evander J. Maclver, William W. Van Nalts, George 
P. Williams, George W. Williams, Arthur C. Metz, 
George H. Chace, B. Harve Harris, James H. Guest, 
Lester E. Wurfel, Sylvester Schattschneider; assistant 
actuaries, Holger E. Krause, Erik A. Lundgren, Fred- 
erick B. Gerhard, Frank D. Kineke; assistant treas- 
urer, Richard L. Riker; medical director, Dr. J. 
Allen Patton; associate medical directors, Dr. Chester 
T. Brown, Dr. Joseph E. Polland, Dr. George E. 
Kanouse; general attorney, George E. Merigold; as- 
sociate general solicitors, Ralph W. Hyatt and Ed- 
ward O. Clark; comptroller, William Sillbereysen; 
assistant comptroller, Burt L. Jacobus; auditor, Joseph 
H. Morton and Ernest A. Burkhardt, cashier. 

Also superintendents John T. Davis, of Bloomfield; 
George D. Freeston, of Irvington, William G. C. 
Konow, of Newark No. 1; William H. Riker, of New- 
ark No. 2; Lawrence G. Struble, of Newark No. 3; 
Peter Reid, of Orange; Albert I. Schulte, of South 
Orange, and Robert J. Robinson, of Kearny. 

Managers Edward N. Van Vliet and Theodore F. 
Keer, of Newark. 

Other well-known guests were: Joseph S. Freling- 
huysen. Professor J. Duncan Spaeth, of Princeton, 
Bruce Barton, James Brodhead, Allan R. Cullimore, 
Dean of College of Enginering, Newark; President 
C. L. Farrell, of the National Newark & Essex Bank- 
ing Co.; W. I. Cooper, president of the National State 
Bank; President A. L. Phillips, of the Merchants & 
Newark Trust Co.; J. W. Lushear, president of the 
North Ward National Bank; President U. H. Mc- 
Carter, of the Fidelity Union Trust Co.; R. E. May- 
ham, president of the West Side Trust Cas Come 
Appleton, chairman of the board, of the New Jersey 
National Bank and Trust Co.; Sam F. Wilson, vice- 
president of the Clinton Trust Co. 

Also Judges Worrall F. Mountain, of East Orange, 
and William H. Runyon, of Newark and Edward B. 
Fackler and William Brieby, the well-known actuaries. 


Equitable Trust to Foster Life Insur- 
ance Trust Conference 

Under the auspices of the Equitable Trust 
Company of New York a trust development 
conference is to be held in New York City from 
October 21-23, it was announced here today. 

More than one hundred officials from out-of- 
town banks will attend the sessions, which will 
be held at the Hotel Astor. The meetings will 
be attended also by life insurance underwriters 
holding the Equitable Trust Company’s agree- 
ment for services in New York City. 

The program includes addresses and round- 
table discussions concerning the development of 
life insurance trusts. The methods pursued by 
the Equitable Trust will be explained. The con- 
ference will end with a banquet, at which Chellis 
A. Austin, president of the Equitable Trust 
Company, will preside. The principal ad- 
dresses will be broadcast over station WOR. 

The speakers other than officers and repre- 
sentatives of the Equitable Trust, are Ethelbert 
Ide Low, Home Life Insurance Company of 
New York; Thomas I. Parkinson, president, 
Equitable Life Assurance Society; Reuben 
Lewis, trust division of American Bankers’ As- 
sociation; Roger B. Hull, National Associa- 
tion of Life Underwriters; John A. Stevenson, 
Penn Mutual Life; Graham C. Wells, Provi- 
dent Mutual Life; Nathaniel H. Seefurth, Na- 
tional Service Publications, Inc.; Archer P. 
Cram, of Murray, Aldrich & Webb; Clinton 
Davidson, Estate Planning Corp., and lirwin D. 
Herzfelder, of George H. Beach, Inc. 
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NOW ISSUED 


SUNDERLIN ON FIRE INSURANCE 


By Charles A. Sunderlin, A. B., LL. B, 
of the Los Angeles Bar 


Secretary and General Counsel of the Insurance Institute of Southern California 


Sunderlin’s Complete Educational Course in Fire Insurance 
Embracing 40 Lectures and a Copious Topical Index 
Can now be obtained bound in 
ONE VOLUME 
at the reduced price of 
$12.50 
Bound in buckram, with stiff cover. 


This affords a great opportunity for those interested 
in fire insurance to obtain 


A VALUABLE, UP-TO-DATE TEXT AND REFERENCE BOOK 
AT A LOW PRICE 


These Lectures deal with the following general subjects: 


1—The Policy Contract—General 
2—Insurable Interest 

3—Public Relations 

4—State Regulation or The Police Power 
5—Cooperation and State Supervision 
6—Co-Insurance 

7—Valued Policies 

8—Professionalizing the Fire Insurance Busi- 

ness 
9—Construction and Operation of the Policy- 
Contract 

10—The Fire Insurance Rate 

11—Fire Insurance Reserve 

12—Agency and Brokerage 
13—Premiums 

14—Fire Prevention 
15—Waiver and Estoppel 

16—Coverage 

17—-Misrepresentations 

18—Warranties 

19—Matters Voiding Policy 
20—Matters Suspending Insurance 


21—Chattel Mortgage Clause 


22—Fall of Building Clause 

23—Negligence 

24—Cancellation 

25—Risks and Causes of Losses 

26—Requirements in Case of Loss 

27—Ascertainment and Amount of Loss—Ap- 

praisal 
28—Options of Company in Case of Loss 
29—Apportionment of Loss—Pro Rata Lia- 
bility 

30—Loss—When Payable—Non-Waiver by Ape 
praisal or Examination 

31—Adjustments 

32—Subrogation 

33—Insurer’s Liability 

34—-Mortgagee Interests 

35—Earthquake Clauses 

36—Use and Occupancy—Profits and Come. 
missions—Rents and Leaseholds 

37—Floating, Excess and General Cover Cor.- 
tracts 

38—Miscellaneous Forms 

39—Endorsements 

40—Reinsurance 


The broad scope o! the Lectures, indicated by the above titles, renders them of incalculable value, as 
both text and reference works, to both men actively engaged in the fire insurance business and those con- 
templating entering it. It will be found of genuine service by executives, underwriters, adjusters, general, 


special and loca! agents; insurance brokers, lawyers and the public. 
In Sunderlin’s Lectures are answers to thousands of practical, every-day fire insurance questions, as 
determined by the courts. The user of these Lectures can fit himself the better for the intelligent handling 


of his business. 


TAKE ADVANTAGE OF THE LOWERED PRICE—DO IT TODAY! 


The 40 Lectures and Index, complete in one volume 
In Buckram binding 


Price, $12.50 
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